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¢ THE NEW YEAR WILL - 
OFFER BIG OPPORTUNITIES 
TO DODGE DISTRIBUTORS. 
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When you know how the BEAVER is made.. . 
... youll understand WHY it is better! 





The SQUARE frame is first surface- Then, accurate jigs and fixtures make The final result is that BEAVER Square- 
xround to establish true working sur- right-angle milling a certainty. built Wheel Cutters really track, 
faces, 


. is so simple, it is funny no one ever thought of it before. The SQUARE frame is the answer. 
The first machine operation is “surface-grinding”—which establishes truly parallel sides and 
gives a foundation for accuracy in subsequent machining operations—all of which can be held at 
exact RIGHT ANGLES. BEAVER Squarebuilt Wheel Cutters “track”—because they cannot do 
anything else. 


What’s more, The BEAVER is made of MALLEABLE IRON. You'll find out WHY malleable 
iron is better if you happen to drop one off a step ladder on to a concrete floor. 


BEAVER Squarebuilt Wheel Cutters are made in two sizes—and are competitive in both price and 
weight. The No. 102 BEAVER (shown below) cuts all sizes of pipe from ' up to 2-inch and 
sells for $3 anywhere in the United States. It can be used as a one-wheel or a three-wheel cutter. 
Both rolls and cutter wheels are standard and interchangeable. ... The No. 204 BEAVER cuts 
from 2!% to 4-inch—is a three-wheel cutter only—sells for only $10—and is made of MALLEABLE 
IRON for durability. 


You'll find BEAVER TOOLS at the leading Supply Houses! 


The Borden Company .- 293 Dana Avenue,N.E. - Warren, Ohio 





We actually invite you to sell 
a BEAVER Squarebuilt Cutter 
to the hardest-to-please cus- 
tomer you can think of. 








Patent Allowed 


You need not worry when you 
sell your custemer a BEAVER 
Squarebuilt) Cutter — because 
we GUARANTEE 100% Suatis- 
faction, 
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WE DO OUR PART 


‘Te strength of any 
association rests with 
its membership. Are 
you doing your part in 
supporting your indus- 


try’s organizations? 


CHICAGO OFFICE 
520 N. Michigan Ave. 
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NEW YORK OFFICE 
330 W. 42nd St. 
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CLEVELAND OFFICE 
Guardian Building 
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WASHINGTON OFFICE 
National Press Building 


Mill Supplies is in its 
twenty-third year of serv- 


ice to the mill supply field 
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| CROSS the horizon of national recovery, a 
cloud appears, like an apparition which 


threatens to obscure the dawn of better times. 


Even before depression had fastened its vice-like 
grip on the vitals of industry, this spectre—then 
no larger than a man’s hand—began to raise its 
head. It is the spectre of waste which, battening 
on the relentless curtailment of normal main- 
tenance functions, has grown to gargantuan pro- 


portions. During all of these distressing years, as 












the processes of production were gradually 
being halted, the forces of disintegration and 
decay marched on with every passing hour, 
leaving in their wake the inevitable menace of 
maintenance deferred, 

Adequate maintenance programs can now no 
longer be deferred, if industrial management is 
successfully to meet the challenge of higher wages, 
shorter hours, and rising commodity prices. The 
return of industrial control through the elimi- 
nation of waste is the present task of American 
Industry. This can be achieved only by a thorough 
examination of the causes of waste and a judi- 
cious investment in cost-reducing industrial 


merchandise. 


It is a vital part of Goodrich service to partici- 
pate, through sound application engineering, in 
the analysis for control of industrial waste; and 
by an intelligent understanding of its character- 
istics, to help prescribe such remedies as may fall 
within the broad scope of Goodrich Mechanical 
Rubber Goods... The B. F.Goodrich Rubber Co., 
Mechanical Rubber Goods Division, Akron, O. 


Goodrich 


ALL IN RUBBER 





to render constructive service. 


To Mill Supply Distributors: The problem of “deferred maintenance” throughout industry has 
created a situation in which the distributor of industrial equipment and supplies has a rare opportunity 
This final advertisement in the current Goodrich series defines that situ- 


ation and is addressed to industrial executives on behalf of all who sell Goodrich Mechanical Rubber 
Goods. * 
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TIMELY COMMENT 


Ir hasn’t taken the industry long to organize for oper- 
ation under the NIRA. With the signing of the Act by 
President Roosevelt, the National and Southern Asso- 
ciations pitched in to work out a Code of Fair Competi- 
tion. Code Committees were immediately organized and 
meetings held to whip the document into shape. The 
public hearing on the Code was held in Washington 
September 27 and the President signed it October 23. 
Much credit is due the Code Committees of the two 
associations as well as secretaries George A. Fernley of 
the National and Alvin M. Smith of the Southern for 
the smoothness and dispatch with which the whole mat 
ter was handled. Colonel Brady, who presided at the 
public hearing, commended the industry highly on the 
intelligent manner in which the Code was developed and 
presented. The fact that your industry’s Code was one 
of the first in the distribution field to be approved is 
evidence that the men responsible were on the job. 


* 


Wiiruw six months of the signing of the Na- 
tional Industrial Recovery Act, the mill supply industry 
developed its code, had it approved and elected its Code 
Authority. That’s speed. 


* 


Tue industry is to be congratulated upon the per- 
sonnel which has been selected to serve upon the Code 
Authority. Functioning on the Code Authority is go- 
ing to mean a lot of personal sacrifice on the part of its 
members .and it should be reassuring to the industry to 
know that such men as Bert Ackles, Charlie Curtis, Her- 
bert Edge, John Pitts, Harry Ruhf, Alvin Smith, Bill 
Todd, Jr., and H. V. Waterman have accepted the re- 
sponsibility. 
* 


F. YR years there have been squawks as to the unfair- 
ness of the anti-trust laws. The inability of businesses 
within an industry to agree to maintain prices for fear 
that the strong arm of Government would clamp down 
on them has contributed to price-cutting, territory- 
jumping and other unfair practices. Under the dis- 
tributor’s code, however, it is permissible for members 


of the trade in any particular territory to file price lists 
with such agency as may be approved by the Code 
Authority and failure to live up to the prices, terms 
and conditions scheduled is a violation of the Code and 
punishable by fine or imprisonment or both. Here is 
you opportunity to correct the trade abuses which iiave 
been a thorn in the side of distributors for many years. 
Get together in your local group, decide upon a fair 
schedule of prices and other conditions and file them 
with the proper authority. But in making up your price 
lists, be sure that they’re not exhorbitant because if they 
are, well, the consumers’ advisory board is likely to 
have something to say about that. 


* 


SpraKinG of the personnel of the Code Authority, 
here are a few facts about the various members which 
may prove interesting. 

Bb. H. Ackles is manager of the mill supply depart- 
ment of The Rayl Company, Detroit, and has been the 
guiding light in the development of Rayl’s industrial 
business since it was set up separately from the hard- 
ware business back in October, 1913. At that time, B. H. 
was the only outside salesman. Under his leadership, 
Rayl’s mill supply business has grown steadily until to 
day the company is recognized as one of the leaders. 

While his activities with Rayl have kept him on the 
go, he has managed to find time for Association work. 
His qualities of leadership were soon recognized when 
he was elected president of the National Supply and 
Machinery Distributors’ Association in 1924. He han- 
dled this new responsibility so well that he was reelected 
in 1925 and 1926. 

C. E. Curtis is president of the Western Iron Stores 
Company, Milwaukee. When he took charge of this 
company’s affairs some few years back, things weren’t 
in any too good shape. However, it didn’t take him long 
to put the company on its feet and today it is one of the 
country’s “top-flight” industrial supply organizations. 

A keen thinker, progressive and cooperative, Charlie 
Curtis will prove a fine asset to the Code Authority. 

Herbert Edge heads Topping Brothers, prominent 
New York distributor. He has a long record of accom- 
plishment behind him in the supply business and has 
been active in the affairs of the Metropolitan Mill, Ma- 
rine and Contractors’ Supply Institute. At present he 
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is treasurer of this organization and was its spokesman 
at the public hearing on the distributors’ code held in 
Washington, 

John Pitts is a born organizer. Anyone who has 
known or worked with him is immediately impressed 
with his quick thinking, strong personality, and unusual 
capabilities. In his own business, Brown-Roberts Hard- 
vare and Supply Company which he heads as president, 
in Association work in which he is a past president of 
the Southern Supply and Machinery Distributors’ Asso- 
ciation and in the work of the Joint Merchandising 
Committee of the Mill Supply Business in which he 
played a prominent part, the qualities of leadership in 
John Pitts stand out. In electing him to serve on the 
Code Authority, the industry has made a wise choice. 

Harry Ruhf, sales manager, The Cleveland Tool and 
Supply Company, is a natural choice to serve as a mem- 
ber of the Code Authority. He has had a broad, suc- 
cessful experience in the supply business and his quali- 
fications of leadership are attested to by the fact that 
he was just recently re-elected to serve a second term 
as president of the National Association. 

Alvin Smith needs no introduction to the supply in- 
dustry. A man of dynamic personality, he has long 
been active in the industry. Not only is he the head of 
the successful Smith-Courtney Company, Richmond, but 
also he is, has been, and will be as long as he wants to 
secretary of the Southern Association. If there is any 
movement on foot of importance to this industry, vou 
can bet that Alvin Smith is identified with it. 

Universally well liked, as capable as they come and a 
tireless worker, this industry made no mistake in asking 
Alvin Smith to serve on the Code Authority. 

Representing the younger generation of distributors 
on the Code Authority (don’t be fooled by those gray 
hairs) is W. T. Todd, Jr., vice-president, Somers, Fitler 
and Todd Company, Pittsburgh. Following in the foot- 
steps of his dad, a past president of The National Asso- 
ciation, Bill Todd is at present first vice-president of 
this organization. Keenly alert and a willing worker, 
Bill Todd makes a welcome addition to the Code 
Authority. 

rom the west, H. V. Waterman, president, The 
Hendrie and Bolthoff Manufacturing and Supply Com- 
pany, Denver, has been elected to the Code Authority. 
Heading up a large, well-known supply house, with years 
of successful operation behind it, Mr. Waterman should 
prove a valuable member of this important committee. 


* 


Mt inc always one of the most important func- 
tions performed by the distributor, becomes even more 
so under the Code. When you've got a price advantage 
to offer a buyer, your sales battle is half won, but when 
you're competing with the other fellow on the same 
price basis, then real sales competition begins. Yes, sir, 
we're entering an era of business in which the com- 
petent salesman is going to have a big edge. More than 
ever, therefore, salesmen will have to keep abreast of 
the times. The most practical way of doing this is to 
read your trade magazine which brings you vital news 
of men, methods and new products. In the case of the 
mill supply industry, this means keeping in touch 
through MiL_t Supp ies. 
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Disrrarur RS should not overlook the desira- 
bility of organizing locally so as to have a voice in the 
administration of the Code through a regional com- 
mittee. No Code Authority of eight is in a position to 
perform its functions adequately alone. It needs the 
cooperation of the regional committees specified in the 
Code. 


* 


Tue newly-elected Code Authority will have its 
hands full from the start. In addition to getting organ- 
ized it will have the immediate responsibility of arrang- 
ing for regional committees throughout the country and 
adopting some system of uniform accounting for the 
industry which is required by law. Perhaps the sug- 
gested system developed by Homer Porter will prove 
helpful. Mr. Porter has been a frequent contributor to 
Mitt Suppvies in the past on accounting practice. 


* 


Div you ever try looking at yourself through the 
other fellow’s eyes? Salesmen can do it this month 
by reading the article by J. W. Nicholson, purchasing 
agent, City of Milwaukee, which appears elsewhere in 
this issue. There’s a lot of practical sound advice for 
any salesman in this article which comes from a buyer 
of wide experience. 


* 


Crier your sales staff and you undermine your 
whole organization, is a fact which S. L. Hall, general 
manager, The Smith Brothers Hardware Company, has 
long recognized. In an interesting article appearing this 
month, he tells why his company maintained its sales 
organization through the depression even though busi- 
ness didn’t justify it. 


Ix this new book “Distribution Today,” O. Fred Rost, 
marketing editor, Business Week, states that manufac- 
turers of production equipment, capital goods, main- 
tenance or supply materials will be forced to scrap most 
of the bad habits and easy-going policies that they cul- 
tivated during the easy-money and easy-selling period 
of the nineteen-twenties. They will be forced to realize 
that production equipment will be bought in the future 
on the basis that it is new, improved, offers specific 
advantages over the prevailing type and will justify the 
investment under the operating conditions which the 
code of the respective industry imposes. Maintenance 
materials and supplies will be bought with less abandon 
than before, more to cover specific needs for a specific 
time and the matter of service rendered by the seller 
will be a greater determining factor in the placing of 
orders than it has ever been before. 

We agree with Mr. Rost’s contention and believe fur- 
ther that because of the new conditions, distributors who 
are on the job and alive to their responsibilities are 
headed for a period of great opportunity. 
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Inpustry Execrs Cope AurTuority 


B. H. Ackles, C. E. Curtis, Herbert Edge, 
| j. L. Pitts, H. E. Rubf, A. M. Smith, 
W. T. Todd, Jr., and H. V. Waterman 


chosen to serve on industry committee 


HE code committees of the National and Southern 

Associations met in Washington on November 8 

to make nominations for the industry’s code au- 
thority. This action was in accordance with article five 
section one of the code of Fair Competition which stip- 
ulates that a code authority consisting of eight members 
of the industry (no two of whom shall represent the 
same member) and one or more appointees of the Ad- 
ministrator if he so desires, be establshed to aid in the 
administration of the code. 

In making nominations for the code authority, con- 
sideration was given to the various geographical sections 
of the country, the character of the individuals, and 
whether or not they were in a position to devote the 





ai, 


C. E. CURTIS eT ee ee aienetens we J. L. PITTS 
Presents, Geaen Bree time and attention necessary to the work. Peedidint, Seiastiabees 
Stores Company, After due consideration, the following men were Hdwe. & Supply Co., 


Milwaukee placed in nomination: B. H. Ackles, The Rayl Company, Alexandria 
Detroit; Charles E. Curtis, The Western Iron Stores 
Company, Milwaukee; Herbert Edge, Topping Broth- 
ers, New York City; John L. Pitts, Brown-Roberts 
Hardware and Supply Company, Alexandria, Louis- 
iana; H. E. Ruhf, Cleveland Tool and Supply Com 
pany, Cleveland; Alvin M,. Smith, Smith-Courtney 
Company, Richmond, Virginia; W. T. Todd, Jr., Som- 
ers, Fitler and Todd Company, Pittsburgh, and HH. V. 
Waterman, Hendrie and Bolthoff Manufacturing and 
Supply Company, Denver. 

A ballot containing these men’s names was submitted 
to the industry by mail on November 10 with the stipu- 
lation that it be marked and returned on or before 
November 25, the date on which the results were 





tabulated. 
The eight men placed in nomination were elected by 
A. M. SMITH the industry at large and now constitute the code author- B. H. ACKLES 
President, Smith-Courtney ity for this industry. Manager, Mill Supply Dept., 
Company, Realizing full well that the code authority acting alone The Rayl Co., 


Richmond Detroit 





would be unable to perform its functions adequately, 
provision is made for the establishing of regional com- 
mittees in each territorial area to assist in administering 
the code. Each regional committee is to consist of not 
more than three members of the trade and elected by 
the members of the trade in such area. 

In order to facilitate the setting up of regional com- 
mittees, it is urged that local groups or clubs of distrib 
utors be established in territories where they do not 
already exist. In addition to electing a regional com- 
mittee, local associations should determine the territory 
over which their committee is to function and also 
decide whether or not price lists are to be filed. 

The National and Southern Associations are ready 
and willing to assist in the organization of local groups. 
A suggested constitution and By-Laws for such organ- 
izations is available upon request at the central offices. 

Local groups are urged to elect their regional commit _ W. T. TODD, JR. 

Seico Hienagey, CAevennd tees immediately and have them filed with the code SS a 
Tool and Supply Company, ; : syeererng) «s ‘ : Todd & Co., 
Cleveland authority for approval. Pittsburgh 
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Why We Kept Our Sales Staff Intact All 
Through the Depression 


By S. L. HALL 


General Manager, The Smith Brothers Hardware Company, 


URING a depression such as 
we have had to face these 
past four years, the tendency 


is to curtail expenses and activities 
at every turn. We, like all other dis- 
tributors, have had to make econo- 
mies wherever possible, but for- 
tunately, we anticipated the coming 
of hard times at the peak of the 
boom when so many companies were 
expanding, overstocking, extending 
too much credit and weakening their 
capital structures through the with- 
drawal of excessive earnings. Hence, 
we were somewhat prepared for the 
siege ahead. 

Ours is a service business in which 
selling plays a paramount part. 
Therefore, all through the period of 
declining business we have aimed not 
to jeopardize our position as sellers. 


For one thing, we have not reduced 
our sales staffs, even though we have 
found it necessary to make salary re- 
ductions. We have just as many men 
calling on the trade as formerly. 
We’re particular as to the caliber of 
salesmen employed, too. We want 
the most capable men available and 
while we have to pay them more than 
others with whom we might get by, 
we have found that actual selling 
costs are lower with this type of 
salesman. 

While it’s true that we probably 
could have squeezed by with the loss 
of little volume by cutting our sales 
staff back when the depression was 
at its height, such action would have 
cost us money in the long run. I’m 
a great believer in building for the 
future and | know that the hundreds 


Columbus, Ohio 


of calls which our salesmen made on 
plants where there just wasn’t any 
business to be had are going to pay 
us dividends as time goes on. By 
keeping in close touch with plants all 
during the time they were purchasing 
little in the way of industrial sup- 
plies, we have improved our position 
to the extent that we’re going to fig- 
ure in the increased purchases which 
are certain to materialize. 

It’s been easier for salesmen to get 
out in the plants and become better 
acquainted with the plant men who 
specify purchases, too. These con- 
tacts of recent years are proving 
profitable now and will be even more 
so as business improves. 

All during the recent period when 
business generally was at its very lowest 
ebb, the food (Continued on page 49) 





Industrial distributors 


stand or fall 


Today’s Actions Are Reflected in Tomorrow’s Business 


During the recent boom, many new 





today, not because of present condi- 
tions, but because of their policies years 
ago. Likewise, future profits will be 
measured in terms of today’s activities. 


With business on the mend, we find 
two kinds of distributors calling on the 
trade. Those who have maintained close 
contact with their customers during the 
lean years and who know their needs 
because they have been planning with 
them for the future, and those who 
jumped in at the last minute and cried 
“Me too,” when volume business re- 
turned. No crystal ball is needed to 
foretell which distributor is getting and 
will continue to get the business. 


firms sprang into existence. Most of 
them have now closed their doors be- 
cause they had no backlog of maturing 
business which had been years in the 
planning and building. Old established 
organizations are not immune to failure 
either, as the past few years have 
shown. Therefore, it behooves all of 
us to plan for the future as we go 
along. 


It has been our experience that main- 
taining sales staffs and service standards 
even at some immediate sacrifice, is 
profitable from the long term view- 
point. We learned that today’s policies 
are reflected in tomorrow’s business. 
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WhatStandardizedAccounting System 
Shall the Industry Adopt? 


In choosing the uniform system of accounting to be used 
by this industry, the expense and trouble to which dis- 
tributors will be put in installing it must be given 
primary consideration 


NE of the problems facing 

this industry and one which 

must be tackled immediately 
is the adoption of a uniform system 
of accounting. The Code of Fair 
Competition for the Industrial Sup- 
ply and Machinery Distributors’ 
Trade specifically states that it shall 
be the responsibility of the Code Au- 
thority, subject to the approval of 
the administrator, to set up a stand- 
ard cost accounting system that will 
provide for the assembling of neces- 
sary data, reports and statistics. 

In addition to meeting the require- 
ments of the industry, one of the 
principal requisites of the system de- 
cided upon should be that its adop- 
tion will work little or no hardship 
on any members of the industry. This 
means that it must not only be an 
inexpensive system but also easy to 
install. 

When think of the 
hundreds of systems which exist at 
the moment 
throughout 


one stops to 
in the different houses 
the country, it would 
seem almost incredible that any sys- 
tem could be devised which would 
fit the needs of every type of house 
—large or small, departmentalized or 
non-departmentalized, partnership or 
corporation. When Homer Porter, 
Pittsburgh accountant, who has been 
a frequent contributor to MILL Sup- 
PLIES in the past, said that he 
thought such a system could be de- 
veloped and that he was going to 
work at it, we were somewhat skep- 
tical as to the results. 

It was some 90 days ago when 
Mr. Porter set out to develop a uni- 
form accounting system for the in- 
dustry. His work carried him to 
many cities in widely separated terri- 
tories where he discussed accounting 
methods with more than 50 distrib- 
utors. Out of his studies, Mr. Por- 
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What Distributors Say 


“If this system is adopted and the Code 
Authorities could send an accountant from 
one office to another to point out ways 
in which bad practices could be corrected, 
it would be of great value to us.” In- 
dianapolis, Ind. 

x * x 





“The exchange of monthly reports is a 
feature that appeals to us particularly, and 
we cannot help but feel that a standard- 
ized system in the industry would be a very 
fine thing.”” Youngstown, Ohio. 


“We have reviewed your proposed ac- 
counting system with our certified account- 
ant, and are of the opinion that if the 
various houses over the country would in- 
stall such a system it would be of great 
benefit to us all.” Toledo. 

“« +¢ & 


“It is our opinion that the system you 
have devised, with a few minor changes, 
could be used to advantage by all mill 
supply houses.” Akron, Ohio. 


“I believe that your idea for a uni- 
versal cost accounting system, to be ap- 
plied to each member of our industry, is 
a very good one, and will be extremely 
useful to the industry in arriving at a 
standard cost of doing business.’”’ Chicago. 


“Referring to the proposed uniform ac- 
counting system for the industrial supply 
industry, I believe the idea is a very good 
one, and if adopted by the industry would 
be of much benefit.” Pittsburgh. 

* e © 


“Referring to the standardized account- 
ing system for the mill supply industry 
which your company has designed, we have 
gone over the chart of accounts and the 
suggestions you have made, and are very 
much in favor of adopting it.” Newark. 

* * * 


“The writer was very much pleased with 
your visit last week in which you discussed 
a uniform method of cost accounting for 
the mill supply trade and while the time 
given to the subject was much too short 
to form a definite opinion, we are thor- 
oughly in accord with the idea that some- 
thing of the type you have submitted 
would solve the cost problems of the mill 
supply trade.” Elizabeth, New Jersey. 








ter has built an accounting manual 
for the supply industry which many 
leading distributors, to whom it has 
been presented, agree is practical and 
suitable for adoption by this indus- 
try. 

This system is explained in brief 
on the following pages. We invite 
your careful reading of the article 
and urge that any criticism or sug- 
gestions which you may have con- 
cerning the proposed system be sent 
in. While the system as explained 
represents the views of many lead- 
ing distributors, there may be room 
for further improvement. Perhaps 
you have an idea which could well 
be incorporated into the suggested 
system. If so send it in to Mitt Sup- 
PLIES and it will be given proper con- 
sideration, 

The law makes the establishment 
of a standardized accounting system 
for this industry mandatory, if not 
the one explained in the article be- 
ginning on the next page, some 
other. If at all possible, it would be 
well to adopt whatever system is de- 
cided upon as quickly as possible so 
as to put it into operation beginning 
with the new year. 

If you are in agreement with the 
many distributors who have already 
indorsed the standardized system of 
accounting developed by Homer Por- 
ter and explained in this issue or 
if you have any comments or criti- 
cism to offer, send them in. 

It has long been the belief of Mitt 
Suppvies that standardized account- 
ing would be helpful to the industry. 
Now that it becomes imperative, we 
believe that the members of industry 
should have a hand in moulding a 
system that will best fit their needs. 
Here is your opportunity to accom- 
plish that purpose. 











A Standardized Accounting System 
for the Supply Industry 


Under the Code of Fair Competition for this industry, it 
is mandatory that a uniform system of accounting be 
adopted. Here is a practical suggestion 






ONG before the NIRA, many 
of the country’s leading trade 
groups were using a standard 

cost accounting system with consid- 


erable success. 
ply distributors have given the matter 
serious consideration through their 
trade associations. The idea, which 
becomes mandatory under the code, 
therefore, is not new. We recently 
made a very careful and thorough 
study of the accounting systems used 
by some 50 industrial distributors. 
Based on this study and backed up 
by our experience in designing sim- 


For years, mill sup- 


plified accounting systems in the in- 
dustrial supply and other distribu- 
tion groups, we have designed a cost 
that 
meets the requirements of the sup- 
ply industry, and which, therefore, is 
suitable for adoption as a uniform 
system, stich as is required under the 
industry's code. 


accounting system we believe 


Briefly the proposed 
system has the following advantages : 

1. It combines the best accounting 
practices found in the industry and is 
designed to work in with a mini- 
mum of changes in present systems. 

2. It provides the utmost in ac 
counting simplicity. 
3. It is inexpensive to install and 
easily operated. 

4. It is flexible and can be as eas- 
ily applied to small as large houses 

5. It is adaptable to single pro 
prietorships, partnerships or corpora- 
tions. 

6. It provides for quick and easy 
assembling of data and such cost in- 


By HOMER PORTER 
Ladley, Porter, Rhoads and Kelly, 
Accountants and Auditors 





formation as may be required by the 
Code Authority. 

This standard cost accounting sys- 
tem will not supplant or supersede 
your present system. It is simply an 
extension to it and in some cases, 
which we have reviewed, merely a 
simplification which will reduce the 
clerical labor required and at the 
same time meet all of the requirements 
of a standardized system for the in- 
dustry as a whole. 

In designing this accounting sys- 
tem for the industry, it was first 
necessary to make a complete analy- 
sis of the entire range of accounts 
used by industrial supply distribu- 
This, of course, varied with 
the size of each distributor and the 
problems of each individual business. 
After having completed this analy- 
developed a complete chart 
of accounts in as simplified form as 
was possible. 


tors. 


we 


SIS, 


We next prepared a manual list- 
ing the chart of accounts and giving 
a complete explanation of each, for 
the most important angle of inaug- 
urating a standard accounting sys- 
tem is to make sure that every dis- 
tributor the charges 
in exactly the same 


using system 
account 


manner. 


each 


The group classification of these 
accounts is as follows: 
counts, liabilities 
accounts, capital 
counts (for either 
ship, 


asset ac- 
accounts, reserve 
and surplus ac- 
single proprietor- 
partnership or corporation), 
sales accounts, cost of sales accounts, 
additions to income accounts, deduc- 


tions from income accounts and ex- 
pense accounts. 


Each of the above account groups 
are assigned a key number so that all 
sub-accounts in each group start with 
the same key number. See box on 
the next page for sub-accounts listed 
under the asset accounts. 

Under the Liabilities Account, a 
similar complete break-down has been 
made of each individual liability ac- 
count and each account has a code 
number to insure the fact that all 
houses will classify and charge these 
accounts in exactly the same manner. 

To provide against any misunder- 
standing, we have further explained 
each individual account under each 
of these account groups and have 
outlined in complete detail the pro- 
cedure in respect to each. 

uotations from the manual on 
two or three of the account explana- 
tions will show how this is done. 

Delivery Equipment Account. This 
account will be debited with the cost 
of auto trucks purchased for use in 
the business. Auto trucks bought to 
replace discarded trucks should be 
charged to this account at the actual 
purchase price. Repairs and replace- 
ment parts will be debited to the ex- 
pense account provided for this pur- 
The account is credited for 
the original purchase price of auto 
trucks sold, traded, or otherwise dis- 
posed of. The difference, after tak- 
ing into consideration, depreciation 
taken, is debited or credited to loss 
on sales of capital assets account. 


pe se, 


The author will gladly answer any questions arising 
from this article. Address them to Mill Supplies 
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TOTAL 
INCOME AND EXPENSES 
MONTH YEAR 

OF TO 
DATE 
INCOME 
SALES—STOCK 


SALES—OUTSIDE 
SALES—DIRECT 


TOTAL SALES 








| COST OF SALES 

| COST OF SALES—STOCK 

COST OF SALES—OUTSIDE 

COST OF SALES—DIRECT 

FREIGHT, EXPRESS & DRAY—(INWARD) 


ee oe 


TOTAL COST OF SALES 





EE 


GROSS PROFIT ON SALES 
GROSS PROFIT—STOCK 
GROSS PROFIT—OUTSIDE 
GROSS PROFIT—DIRECT 
FREIGHT, EXPRESS & DRAY—INWARD (RED) 


TOTAL GROSS PROFIT—(FORWARDED) 


== 


= = 


I 
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| EXPENSES 
| VARIABLE—(SELLING EXPENSES) 
SALARIES—SALESMEN 
COMMISSIONS 
BONUSES 
BOXING AND PACKING 
TRAVELING EXPENSE—SALESMEN 
ENTERTAINMENT 
FREIGHT, EXPRESS & DRAY—OUTWARD 


TOTAL VARIABLE EXPENSES—(SELLING) 


SALARIES AND WAGES 
SALARIES—OWNERS OR OFFICERS 
SALARIES—SUPERVISION 
SALARIES—CLERICAL 
SALARIES—STORE AND WAREHOUSE 
SALARIES—DRIVERS 
OTHER SALARIES AND WAGES 


TOTAL SALARIES AND WAGES 


OTHER SEMI-FIXED EXPENSES 
COMPANY CAR EXPENSE 
STATIONERY AND OFFICE SUPPLIES 
OTHER SUPPLIES 
ADVERTISING 
MEMBERSHIP DUES AND PUBLICATIONS 


(FORWARDED 
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> 
Oo Oo 
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INCOME 


PITTSBURGH, PA. Exhibit No. 2 
ACCT. 
NO. 
SALES—STOCK 400 
SALES—OUTSIDE 401 
SALES—DIRECT 402 


TOTAL SALES 


COST OF SALES 


COST OF SALES—STOCK 500 
COST OF SALES—OUTSIDE 501 
COST OF SALES—DIRECT 502 
FREIGHT, EXPRESS & DRAY—(INWARD) 509 


TOTAL COST OF SALES 


GROSS PROFIT ON SALES 


GROSS PROF IT—STOCK 

GROSS PROFIT—OUTSIDE 

GROSS PROFIT—DIRECT 

FREIGHT, EXPRESS & DRAY—INWARD (RED) 


TOTAL GROSS PROFIT—(FORWARDED) 


EXPENSES 
VARIABLE—(SELLING EXPENSES) 
SALARIES—SALESMEN 10 
COMMISSIONS 11 
BONUSES 12 
BOXING AND PACKING 13 
TRAVELING EXPENSE—SALESMEN 14 
ENTERTAINMENT 15 
FREIGHT, EXPRESS & DRAY—OUTWARD 16 


TOTAL VARIABLE EXPENSES—(SELLING) 


SALARIES AND WAGES 


SALARIES—-OWNERS OR OFFICERS 20 
SALARIES—-SUPERVISION 21 
SALARIES—CLERICAL 22 
SALARIES—STORE AND WAREHOUSE 23 
SALARIES—DRIVERS 24 
OTHER SALARIES AND WAGES 25 


TOTAL SALARIES AND WAGES 


OTHER SEMI-FIXED EXPENSES 


COMPANY CAR EXPENSE 30 

STATIONERY AND OFFICE SUPPLIES 40 

OTHER SUPPLIES Al 

ADVERTISING 42 

MEMBERSHIP DUES AND PUBLICATIONS 50 
(FORWARDED 
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INDUSTRIAL SUPPLIES AND DISTRIBUTORS 
DEPARTMENTAL STATEMENT OF INCOME, PROFIT AND LOSS 


DEPARTMENT ‘‘A’”’ 
INDUSTRIAL SUPPLIES 


DEPARTMENT ‘‘B”’ 
PLUMBING AND HEATING 
SUPPLIES AND FIXTURES 


MONTH YEAR MONTH YEAR 
OF OF 


TO 
DATE 


+f 


DEPARTMENT ‘‘C’’ 
PIPE VALVES 
AND FITTINGS 

— vee" 


TO 
25 % DATE 


fe) 
DATE % % 





This statement of INCOME, PROFIT AND LOSS ( 
is page 1) was prepared prior to it’s presentation 
distributors for careful analysis and suggestions. 

some changes and minor alterations have been mai 
for all ‘practical purposes it serves to illustfate 

Standardized Statement of Income, Profit and Lo 
be prepared in accordance with the Manual and St 
of Accounts. This, or any other Standard Accounti: 
not be official until it has the approval of the Co 
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DEPARTMENT ‘‘D”’ 
MISCELLANEOUS 


MONTH YEAR 
OF TO 
% 4 DATE 





) LOSS (of which this 
entation to some fifty 
sestions. As a result, 
been made. However, 
lustrate the proposed 
it and Loss, which will 
al and Standard Chart 
\ccounting System will 
of the Code Authority. 











PERIOD COVERED na 
PAGE 1 
JANUARY 1, 193 TO —— 193. 
AND MONTH OF S |: 
DEPARTMENT ‘‘E’’ DEPARTMENT ‘‘F’’ 
MONTH YEAR MONTH YEAR 
OF TO OF TO 
% % 7 DATE % % DATE 





This Statement of Income, Profit and Logs, (of which this is page 1) 
will be kept by all Distributors for theit confidential use. Based 
upon our experience with other Code Authorities, we do not 
believe the Code Authority for the Industrial Supplies and Dis- 
tributor’s Trade will require more than percentage figures of 
operating costs. But, in order to have consistency, each house 
must use the same Chart of Accounts, and a Manual for recording 
the same items on a uniform or standatd basis. 



















D DISTRIBUTORS PERIOD COVERED 
JANUARY 1, 193. TO__ ane 
COME, PROFIT AND LOSS 


AND MONTH OF 





DEPARTMENT ‘‘C’’ DEPARTMENT ‘‘D’’ DEPARTMENT ‘‘E’’ 
| oll 
ve VEE MISCELLANEOUS 
AND FITTINGS 
MONTH YEAR MONTH YEAR MONTH YEAR 
OF TO OF TO OF TO 
DATE % % DATE % % DATE 





s statement of INCOME, PROFIT AND LOSS (of which this 
age 1) was prepared prior to it’s presentation to some fifty 
ributors for careful analysis and suggestions. As a result, 
e changes and minor alterations have been made. However, 
all ‘practical purposes it serves to illustfate the proposed 
mdardized Statement of Income, Profit and Loss, which will 
repared in accordance with the Manual and Standard Chart 
ccounts. This, or any other Standard Accounting System will 
be official until it has the approval of the Code Authority. 











This Statement of Income, Profit : 
will be kept by all Distributors fc 
upon our experience with other 
believe the Code Authority for t 
tributor’s Trade will require m 
operating costs. But, in order t 
must use the same Chart of Accot 
the same items on a uniform or s 
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FORM NO. 2 
PAGE 1 


DEPARTMENT ‘‘F’’ 


e, Profit and Logs, (of which this is page 1) 
butors for theit confidential use. Based 
th other Code Authorities, we do not 
ity for the Industrial Supplies and Dis- 
‘quire more than percentage figures of 
1 order to have consistency, each house 
of Accounts, and a Manual for recording 
form or standard basis. 








Amortization of Leasehold Im- 
provements Accounts. Debit this ac- 
count at the end of each month with 
that month’s proportion of the asset 
value of leaseholds and improve- 
ments, which is being charged into 
operating expense, as a result of set- 
ting up the account, reserve for 
amortization of leasehold improve- 
ments. 

Insurance Other Than Buildings 
Account. Debit this account at the 
end of each month with that month's 
portion of the cost of all insurance 
except life insurance and insurance 
on buildings owned and in use by 
the business. 

Provision for Bad Debts Account. 
This account will be debited with the 
amount estimated to provide a re- 
serve to which bad accounts will be 
charged when determined uncollecti- 
ble. This account will be debited and 
the result set up on the basis of a 
per cent of sales which past business 
experience indicates as the average 
amount of losses from uncollectible 
sales, or some other method consid- 
ered equitable. 

In addition to the complete chart 
of accounts, the explanation of each 
account and the procedure to be fol- 
lowed in each, the following forms 
have been prepared: balance sheet, 
departmental statement of income, 
profit and loss, comparative state- 
ments of income and expenses, in- 
come and expense per month, trial 
balance and analysis of notes and ac- 
counts receivable, customers’ state- 
ment, general ledger sheet, expense 
ledger sheet, accounts receivable and 
payable ledger sheet, notes receivable 
record, prepaid and accrued expense 
record, distribution journal, cash dis- 
bursements journal, purchase jour- 
nal, sales journal, sales return jour- 
nal, general journal, petty cash 
summary, petty cash voucher, sales- 
men’s commissions and salaries re- 
port, payroll journal, other than 
salesmen, sales invoice, purchase or- 
der, receiving report, credit memor- 
andum and monthly analysis sheet. 

Each of these forms has a code 
number and a complete explanation 
covering its use. For example, in- 
serted herewith is Form 2, “Depart- 
mental Statement of Income, Profit 
and Loss.”’ The statement is only 
half of the complete form, space pro- 
hibiting giving it in its entirety. 
However, a thorough study of the in- 
serted form will give a clear under- 
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NUMBER 
200 
201 
202 
210 
220 
225 
230 
231 
260 
270 
271 
272 
273 
274 
275 
280 
281 
282 
283 
284 
285 
286 
290 
291 
295 


NUMBER 





CHART OF ACCOUNTS 


ASSETS 
ACCOUNT MANUAL PAGE 


ACCOUNT 
NAME 
Petty Cash Fund 
Cash on Hand 
Cash in Bank 
Notes Receivable 
Accounts Receivable 
Cash Sales 
Inventory—Mill & Mine Supplies 
Inventory—Other (Departmentalized) 
Securities 
Prepaid Taxes 
Prepaid Insurance 
Prepaid Rent 
Prepaid Interest 
Prepaid Advertising 
Prepaid Supplies 
Land 
Buildings 
Machinery and Shop Equipment 
Warehouse Equipment 
Furniture and Fixtures 
Delivery Equipment 
Leasehold Improvements 
Deposits on Contracts 
Advances to Officers and Employees 
Investment in Subsidiary Company 








standing of the information available 
as a result of using this suggested 
system. The sales and cost of sales 
accounts for the month and the year 
to date shown on the inserted state- 
ment will be taken from the general 
ledger accounts. The expense ac- 
counts are to be taken from the ex- 
pense ledger sheets. Additions to in- 
come and deductions from income, 
will be taken from the general ledger 
accounts. The total expenses for 
each department should equal the 
amount shown in the month and year 
to date columns. 

You will note that this income, 
profit and loss form provides for de- 
partmentalized accounting. It is true 
that a great many houses will have 
no need for using more than one or 
two departments, but those of you 
who have such a condition must bear 
in mind that there are many depart- 
mentalized houses which require this 
information. 

From the standardized income, 
profit and loss statement it is possible 
quickly to determine much of the 
data that will be required by the 
Code Authority. It further simpli- 


fies the problem of preparing income 
tax and other returns. 

It is, of course, impossible to thor- 
oughly review the complete system in 


a short magazine article. We have 
endeavored, therefore, simply to give 
a clear picture of the general set-up 
of the system, and the results that 
can be expected from its use. 

The manual itself has been pre- 
pared in such complete form that 
your bookkeeper or accountant can 
install the system, making such minor 
changes as may be necessary in your 
present system. 

It may be desirable later on to 
have accounting clinics in key cities, 
if, as, and when the system is 
adopted. At these clinics, problems 
which seem complicated can be easily 
and quickly settled. 

We do not presume to say that 
good accounting is a “cure all” for 
business ills. We do know, however, 
that good accounting is a requisite 
of good business management. This 
fact has been recognized in the in 
dustry’s code which states that “cost 
is to be determined by a standard 
cost accounting system to be set up 
by the Code Authority and subject 
to the approval of the administra- 
tor.” We believe that the standard- 
accounting system suggested 
here will not only comply with the 
requirements of the Code, but will 
further raise the accounting efficiency 
of the industry as a whole. 


ized 








A Salesman Checks Up On 


Inventory Systems 


A desire to help in increasing profits and to get away from the 
annual December “‘headache”’, prompts a vacationing salesman to 
investigate inventory methods in Portland and St. Louis 


W. J. Brown, 
Mill Supply Co., 
Chicago, IIl. 


Dear Boss: 


You probably think it’s a little unusual for me to be 
writing in to the company while I’m on my vacation. 

This idea of yours of spreading vacations around is 
a darned good one. I don’t know when I’ve enjoyed 
a trip like I am this one but now that I’m getting ready 
to come home I have been giving the business a great 
deal of thought. 

As you know, about this time every year, you and 
all the boys around the office get all hot and bothered 
about inventories and start to work on us salesmen to 
get rid of a lot of cats and dogs that are cluttering up 
the shelves. I got to thinking about this on the way 
out here and thought it might be a good idea to look 
around some of the supply houses out in this part of the 
country to see if they didn’t have some way of getting 
around this annual “headache” period. 

Yesterday I dropped in at Woodbury and Company’s 
place of business. After talking about my hunting and 
fishing experiences .for a while, I asked them what they 
did about a perpetual inventory system. It just so hap- 
pens that they had been doing some thinking on this 
question too and their system is in a 


the total number of each size is entered, then as sales 
are made this total figure is altered to correspond. 

This sheet Number 1, by the way, is kept in pen- 
cil and when all 11 columns are full, they begin to erase 
from the right. This permits them to see at a glance 
orders for several months back. 
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Swerr No. 2. 


state of transition, being partly a 
loose-leaf, perpetual inventory for 
the major, fast-moving lines and 
partly a loose-leaf stock record sys- 
tem checked by monthly inventories. 

The perpetual inventory is kept on 
two companion sheets which go into 
the binder with the shorter sheet, 
Number 1, on top. Number 1 sheet 
is ruled vertically near the left into 
11 columns. The date and order 
number of the first order on the sheet 
are entered in the column at the ex- 
treme right and below that the num- 
ber or amount of each size consti- 
tuting the order. When goods are de- 
livered the number or amount figure 
is ringed. The next order is entered 
in the next column to the left until 
all columns are full. 

To the left of the vertical columns 
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Woodbury keeps its perpetual inventory on two companion sheets which go into the 
binder with the shorter sheet, Number 1, on top. 


MILL SUPPLIES 





UMI 





On the large sheet, Number 2, after 
the entry of each type and size with 
its description, there is entered in the 
corresponding horizontal line to the 
left each three months’ sales. For 
convenience in ordering, an average 
of yearly sales‘may be drawn and 
entered in red where it may readily 
be seen. 

The other sheet, Number 3, is used 
for keeping stock records on slow 
moving items. Orders and monthly 
physical inventories are recorded on 
these sheets with the result that the 
state of the stock is shown on this 
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ORDERED 


DATE AMOUNT 








sheet at all times. 


Just thought this dope might be 
of some help to you about this time 


of year. I'll be seeing you in about 
ten days. My regards to the gang. 


Sincerely yours, 
Jack Potter 
P. S. I am enclosing one of each of the three sheets 
mentioned so that you can check through the system. 


5. F. 
JACK POTTER 
1455 BELMONT ST. 
PORTLAND, OREGON. 

WOODBURY STUFF GREAT STOP SEE A 
COUPLE MORE OF THEM STOP TAKE AN 
EXTRA WEEK IF NECESSARY. 

BROWN 


Dear Boss: 

Your interest in that Woodbury material is sure pleas- 
ing to me. I have always had a sneaking hunch that 
if we would watch our stock a little more closely, our 
profits would be better. The experience of these fel- 
lows out here has sold me all the more on the idea. 


Seer Ne Ss 


STOCK RECORD ITEM LOCATION 





MATERIAL 


Mr. Christensen, in charge of the perpetual inventory for J. E. Haseltine and Company, 
enters each item on a 5”x8” card, the cards being kept in six sunken compartments of a 
large flat top desk. 


Immediately after receiving your wire I went over to 
J. E. Haseltine and Company’s office and was intro- 
duced to a chap named J. Loring Christensen. Boss, I 
just can’t get over the hospitality of these people. They 
act like | was doing them a favor in taking up a couple 
of hours of their time like this. 

This fellow Christensen has built himself a perpetual 
inventory system which looks pretty simple to me and 
still, according to his story, does the work without any 
fuss or feathers. 

Each item is entered on a 5” x 8” card like the one 
enclosed, the cards being kept in six sunken compart- 
ments of a large flat top desk. 

When they first started the system, the cards were 
ruled vertically for the 12 months of the year and when 
the first of the year came around new cards had to be 
made out for every item. Now, however, you will notice 
that they have all the space to the left of the order 
column blank, that is, without rules. 
Using these cards and conserving 


ACCOUNT No M4 





08s meTION 


space as much as possible, Mr. Chris- 
tensen has been able to record from 
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2 to 12 more years’ record on both 
sides of a single card. 

This card represents as it stands 
nine months’ use on a relatively fast 





moving item. 


I think perhaps Mr. Christensen’s 
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own description of the system will be 
clearer than my interpretation. Here 
it is: 





“The column at the extreme right 





eee eee 


|} of the card shows stock ordered and 
:Y dates ordered. Upon arrival of stock, 
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++++-+++—4 the amount shown ordered is ruled 
<a tit] «(off and the amount of stock received 
ri Trt} ) is entered in the space to the left, as 
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Sheet Number 3 is used for keeping stock records on slow moving items. 
monthly physical inventories are recorded on these sheets. 
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far over to the left as possible, show- 
ing the month of arrival. These en- 
tries show quantities put into stock. 


Orders and 
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“As this stock is sold, the item is checked off until 
the entire amount of one entry is gone, at which time 
a line is drawn around it, boxing it in and showing that 
it has been closed out. This leaves all new entries of 
stock standing out in the clear, so that they can easily 
be seen. 

“At inventory time, we draw a vertical red line to the 
right of all entries, showing the closing of a year’s 
period on the card, writing in the year of these entries 
to the left of the line, in red ink, and the amount of 
the inventory on hand, in red ink, to the right of the 
line. It will be seen then that the end of the year by no 
means represents the end of the card. Pulling of cards 
goes on all the time as they get full and we have no 
grand exodus of thousands at one time.” 

Doesn't that seem like a pretty simple, sensible layout 
to you, Boss? 

I am leaving Portland early tomorrow, stopping off 
at St. Louis for a day or so before I get back home. 

Best regards, 
Jack Potter. 


JACK POTTER 
STATLER HOTEL 
ST. LOUIS, MO. 
SEE IF YOU CAN PICK UP ANYTHING NEW 
ON METHODS OF TAKING INVENTORY IN ST. 
LOUIS STOP YOUR VACATION HAS PAID 
FOR ITSELF ALREADY STOP -STAY OVER 
IF NECESSARY 
BROWN 
* * oe ok 
November 29, 1933. 
Dear Boss: 

I certainly am pleased that the dope I picked up for 
you in Portland was of so much value. Those chaps 
out there were so decent that I enjoyed the business 
interviews as much as any other part of the trip. 

You strike a responsive chord when you ask for new 
inventory methods. While I haven’t complained when 
we salesinen were called in to work nights and Sundays 
during the whole month of December, I always have 
thought we could devise a simpler system. 

I think I’ve found one on my very 





























































































































first call. Dropped in on Colcord- 
” Wright here this morning and found 
— them just finishing up their annual 
INVENTORY. 1a — inventory. They start on November 
eilicanen ‘scat er ny Key ay 15 and finish on November 30. Here’s 
=. ——- ~ Batenneo ZK £1 how they do it. All stock in the 
O Envenso 3Y——__ EXAMINED BY house is divided into sections, called 
EE a ae a “cases.” For instance, Case Number 
.* en en eee an 16 consists of all the tap stock, and 
ae ee ne requires 12 inventory sheets, which 
en oe 1-1/8 ante 2.25 are clipped together in a group, pro- 
acai | a-2/4 veteananetoa a 2.60 | viding a system of easily handled 
| | ise _— 3.00) units. The form is a simple, stand- 
| | | | ave ; 3.50 ard one, which can be purchased any- 

= = a oe _ 20-10-5-5 where. ey 
An important point is that the 
7 a meneaes sheets for the current inventory are 
}___}_+_} SAK. BOTTOMING HARD TAPS made up from last year’s records, 
L ——j} 4p ae - and they are copied during the year, 
*, = sie } 5/16 _ Simonet O } in spare time. This means that a 
Ce ee ene +59 | full set of sheets is ready far ahead 
q |_j | aos | of time—no last minute rush in typ- 

‘ | | | ji | ing them. 
i {| | | ~~ a oa | They are complete with proper 
; | | a _ Sli 70 headings, list prices and discounts as 
| | ra . es ee all of last year. Changes are few when 
on iT [| compared to the tremendous list of 
la | | || items and this system has proved to 
-_ ——,—————} r TT be much better than inserting the 
ro es | rrTt prices and discounts during the in- 
| 1.8 pa ventory. Much time is saved and the 
+ +14 ~-- === +} 1220 chance of errors minimized. 

lO pitiabaninitmiheie aaa en. oe When the actual write-up starts, 
ee + ical Rinnaenthaniens 1.60 the men have in their hands a com- 
eae Ss we ee | | plete picture of the case on which 
Se | | | they are working. The stock is ar- 
. : | | | | ranged in exactly the same order as 
























































it appears on the sheets, hence, 





The form is a simple, standard one which can be purchased anywhere. 
current inventory are made up from last year’s records and are copied during the year, 


in spare time. Note spaces left for new items. 
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should the reader skip an item, the 
writer sees it instantly and wants to 
know why. (Continued on page 50) 


Sheets for the 
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Why Some Men Sell Where 
Others Fail 


If you answer to the title salesman, don’t fail to read this 
article. Basing his conclusions upon personal observation of 
thousands of salesmen, Mr. Nicholson has set down his re- 
actions to the many types of men who have called on him in 
a sales capacity. Every salesman should profit by this frank, 


HAT becomes of salesmen 

on very cold, blustery days or 

in rain storms or in torrid 
weather? They are so conspicuous 
by their absence that I often wonder 
where they are. Those are the days 
when I can get my desk work cleaned 
up. It seems paradoxical that on the 
very days when salesmen would be 
given undivided attention, they fail to 
show up. I trust that by giving out 
this little tip, I won’t be entirely del- 
uged with callers in bad weather. 

Another tip which I should like to 
pass out concerns the importance of 
complete and intelligible specifications 
in, making quotations. Formerly, it 
was general practice to award orders 
to the lowest bidder. Today, per- 
formance, quality, and service are 
often more important than price. The 
awarding official, however, has no 
means of knowing about performance 
tests, and service facilities unless the 
bidder informs him. 

If each vendor submits clear and 
detailed quotations, the purchasing 
department can make fair compari- 
sons. In addition, after the contract 
is closed, this method gives the in- 
spector an accurate check to use in 
testing the goods on delivery and at 
stated intervals durmg the course of 
the contract, thus avoiding any dis- 
putes or litigation. Without such de- 
tailed informaton, the vendor forces 
the buyer to consider price alone. 

We request that bids be sent in 
sealed. Then all bidders are invited 
to be present when they are opened. 

In these days of high-selling costs, 
I cannot understand why firms send 
two salesmen to call on one purchas- 
ing agent. It is obviously unfair as 


DECEMBER, 1933 


honest prese ntation 





By J. W. NICHOLSON 
Purchasing Agent, City of Milwaukee 


when one salesman stops for breath 
the other fills in, and between the two 
of them, the average purchasing agent 
cannot get a word in edgewise. It is 
most disconcerting, to say the least, 
to be “high-pressured” in this manner 
and as far as I am concerned it does 
not bring about a desirable result for 
the firm represented. When the last 
onslaught of this nature was made 
upon our department, I politely told 
the two gentlemen to decide who was 
to be the spokesman and when one 
had decided that he would do the talk- 
ing, the other one had to agree to re- 


* 

main quiet. With these preliminaries 
over, the interview proceeded satis- 
factorily. While a purchasing agent 
does not wish to interrupt a sales talk, 
he should at least be privileged to ask 
questions or to express an opinion 
now and then. 

Then too, I always feel that there 
is something wrong with the picture 
when it is necessary to have two or 
more men represent one company. 
Of course there are exceptions, such 
as when the sales manager is intro- 
ducing a new salesman or where a 
specialty engineer accompanies the 
regular salesman and I am interested 
in the technical aspects of an item. 
By and large, however, I prefer not 
to be outnumbered. 

[ have always considered it unfair 
to salesmen who take the trouble to 
make personal calls to have other 
salesmen monopolize the purchasing 
agent’s time over the telephone. There 
are times when a salesman is unable 
to say 10 words due to constant tele- 
phone interruptions. The telephone 
company representatives encourage 
the practice and oftentimes callers 
have assembled in the ante room in 
such numbers that I have known of 
salesmen who became tired of wait- 
ing and telephoned me from the pub- 
lic telephone booth in the hall, this 
being the only way they could get an 
interview, 


HY everyone should wish to 

speak to the chief purchasing 
agent has not been satisfactorily ex- 
plained to me. It seems, however, to 
be the desire of sales managers to 
have their salesmen refuse to talk 
with anyone except the director of 
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purchases. Naturally he cannot han- 
dle all of this work himself and must 
redirect some of the salesmen to other 
buyers who could just as well have 
handled the matter in the first place. 


T is my belief that all purchasing 
agents, whether they direct the pur- 
chases of municipalities or industrial 
plants prefer to deal with representa- 
tives who conduct their interviews 
and transactions in a dignified, busi- 
ness-like manner. I have a deep re- 
spect for the salesman who limits his 
business calls to business hours and 
realizes that the purchasing agent ap- 
preciates a certain amount of privacy 
and freedom from public affairs. For 
example, I recall the Saturday after- 
noon I had decided to do some repair 
work in the attic of my home. In the 
midst of my labors I was urgently 
summoned to the telephone by a man 
who could not trust his message to 
anyone but me. Imagine my disgust 
to be greeted by a salesman who had 
just returned from a two weeks’ fish- 
ing trip and was interested in know- 
ing how he had come out on a certain 
contract. 

On another occasion, I was watch- 
ing a thrilling four-eleven fire, only 
to be jerked on the sleeve and brought 
down to earth with, ““How did I come 
out on that contract, Mr. Nicholson ?” 

There are very few of the old time 
type of salesmen calling at the city 
hall now. By “old time,” I mean the 
type of salesman who has no real mes- 
sage but who comes in merely to leave 
his name, a cigar and perhaps an odor 
of bad whiskey behind him. Most of 
the salesmen today are well informed, 
and many of them are practical engi- 
neers. They are an asset to their or- 
ganizations and bear no more resem- 
blance to the peddler of yesterday 
than yesterday’s saloon resembles to- 
day’s tavern. They are informed as 
to market conditions, know their lines 
and are welcome in any purchasing 
agent’s office. By giving the purchas- 
ing agent the benefit of their knowl- 
edge, they assist him materially in 
obtaining the proper quality of goods 
at the right price, 

However, even in this modern day, 
we do run across a certain percentage 
of representatives who lack the qual- 
ities of real salesmen. They seem 
to have been “caught short” on plain 
common sense. 

Because we are all busy, and have 
little time to read long articles, I have 
taken the liberty of briefly exposing 
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today’s salesmen in the order in which 
they come to mind. 

1. The actor, who submits his card 
having on its reverse side a photo- 
graph of his entire family consisting 
of mother, dad and 6 to 10 children. 
He asks how I expect him to support 
his family if he does not receive any 
business from me. 

2. The prevaricator, who repre- 








Types of Salesmen 


“P_A.’s” Steer Clear of 


. The cynic. 

The chummy fellow. 
The confidential person. 
The bore. 

The high-pressure artist. 
The illiterate. 

The lodge brother. 

. The pest. 

. The prevaricator. 

10. The flatterer. 

11. The bombastic individual. 
12. The slovenly fellow. 

13. The old school friend. 
14. The automaton. 


yawn o 
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sents himself to be a substantial tax- 
payer and feels because of this he has 
a right to demand a share of the city’s 
business. Out of curiosity I have 
checked several of these claims with 
the city treasurer and found that in- 
variably the claimant’s taxes had not 
been paid for from one to three years. 

3. The flatterer, usually represent- 
ed by an over-stout, congenial, mid- 
dle-aged man, who believes he is 
“putting it over” in clever fashion. 
He mentions leading local purchasing 
agents by name and tells you what 
fine gentlemen they are and how they 
gave him an order and told him to see 
you as you were “their type of man.” 

4. The bombastic individual with 
the loud, unpleasant voice, who uses 
full steam pressure over the telephone. 
You hold the receiver a foot or two 
away to protect your ear drum. He 
has a perpetual quarrel with you and 
invariably calls up to complain when 
he loses an order. 

5. The slovenly individual whose 
repulsive appearance creates a natural 
barrier. He does not command your 
respect and you cannot concentrate 
on his sales talk because of his offen- 
sive appearance. 

6. The old who 


school friend, 


wastes your time discussing generali- 
ties. You hesitate to suggest that he 
come down to business as you do not 
wish to hurt his feelings. You begin to 
suspect toward the end of 20 minutes 
of idle conversation that he is not very 
enthusiastic about his house or his 
lines or he would not be so slow in 
introducing them. When you finally 
become exasperated because you have 
much to accomplish and there are sev- 
eral salesmen patiently waiting in the 
ante room, you politely ask what you 
can do for him. This apparently is 
his cue. The new psychology manual 
of salesmanship probably suggests 
this procedure. It comes under the 
caption, “arousing the prospect’s cu- 
riosity.”’ While it may be effective in 
some cases, I assure you it is tremen- 
dously wearing on the nerves and 
usually arouses my ire rather than 
any curiosity. 

7. The automaton, who has learned 
his story verbatim from the sales 
manual and catalog. One must be 
careful not to interrupt him or he 
has to go back several lines until he 
is safely started again. All you can 
do in self defense is to get him off the 
track now and then, but this appears 
to be real cruelty, so you finally sit 
back and wait until the record has 
played itself out and then say, “I 
will make a note of it. Stop.in again 
some time.” 

8. The perfect gentleman and good 
loser, who is always courteous, states 
his story with sincerity and vigor, 
and if someone else gets the order, 
steps out with a smile and continues 
to submit quotations until he does get 
our business. 

9. The helpful fellow, who is 
really sincere and full of practical 
suggestions. His prices are always 
fair and his firm invariably gives 
prompt and satisfactory service. He 
is the fellow you call in to discuss 
business conditions applying to his 
lines so that you may be advised re- 
garding the trend of prices. You have 
an abundance of confidence in his 
opinion resulting from years of in- 
telligent discussions. 


HY do men who are supposed 
to be salesmen, possessed of 
more than ordinary diplomacy and 
tact, incense a purchasing agent? 
There are many ways of doing this. 
Let me cite a few examples: 
There is the cynic who says, “How 
do you get city business? Is it all 
politics?” It takes a strong will to 
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control yourself under these circum- 


stances, The natural inclination is 
to toss the fellow out bodily. How- 
ever, after counting up to a hundred 
you explain politely that he must 
have quality merchandise, and be able 
to give prompt service at a fair price 
if he hopes to compete successfully 
for a share of our business. 

Then we have the chummy fellow, 
who sits on your table while you 
momentarily expect the expensive 
plate glass top to crack and break 
under his weight. 

Another is the confidential type of 
man who sits as close as he can and 
holds his head so near to yours that 
you feel cross-eyed when you look at 
him. Moreover, to your thorough 
discomfort, you often find that he’s 
one of the boys whose “best friends 
have failed to tell him.” 

There is also the bore who goes 
into lengthy details listing names of 
the companies he has sold in past 
months, and who exhibits well- 
thumbed and dog-eared copies of all 
orders which he claims to have re- 
ceived. 

Then there is the high pressure 
weakling, who must get an order be- 
fore he leaves or else get his walking 
papers from his boss. 

Another fellow who gets my goat 
is the one who removes his coat upon 
being admitted, selects the most com- 
fortable chair, lights a cigar and pre- 
pares to spend a comfortable half 
day at the expense of his firm and 
yours. Drastic and heroic measures 
are sometimes necessary to send him 
on his way. As a rule, my secretary 
gives me a trumped up telephone call 
and I leave presumably to see the 
mayor or commissioner of public 
works on very important and urgent 
business. 


HE illiterate individual is an- 

other who taxes my patience 
with his “this here” and “that there,” 
and “we ain’t got none.” He usu- 
ally spellbinds you with his igno- 
rance so that you forget all about 
what he is selling. He may mean 
well and make his regular calls, 
but takes 10 minutes to say what 
could be said in one minute and then 
apparently on the assumption that 
your mental processes are as sluggish 
as his and that the subject matter has 
not soaked in sufficiently, he says it 
all over again. He has difficulty in 
making his exit, often repeating parts 
of his story several times before mak- 
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ing his final bow. By the way, even 
intelligent salesmen sometimes have 
this latter difficulty. 

Of course there is the lodge 
brother, who removes his coat and 
confronts you with the large fraternal 
pin on his lapel. He makes it a point 
to lay a catalog before you and to 
explain something about it. Mean- 








hg Ideal ‘ames 


Works 
weather. 

2. Submits detailed and intelligent 
bids. 

3. Stands on his own. 

4. Avoids telephone calls, except in 
cases of emergency. 

5. Does not ask for the chief 
“P. A.” when an assistant will 
do. 

6. Limits business calls to business 
hours. 

7. Respects the 
hours. 

8. Knows his lines. 

9. Is up on market conditions. 

10. Leaves his own personal troubles 
at home. 

11. Adheres strictly to the truth. 

12. Is a perfect gentleman and a 
good loser. 

13. Continues to submit quotations 
whether he loses or wins. 

14. Is neat and dignified in dress. 

15. Does not waste time with idle 
generalities. 

16. Is not an automaton. 

17. Is not sarcastic. 

18. Is not familiar. 

19. Does not bore you with long 
lists of firms he has sold. 

20. Does not high-pressure you. 

21. Respects the time of other sales- 
men who are waiting. 

22. Speaks correctly. 

23. Does not flaunt fraternal em- 
blems. 

24. Does not run to the office on the 
slightest provocation. 

25. Has an abundance of plain com- 
mon sense. 


irrespective of the 


buyer’s leisure 








while you notice that the hand which 
he is waving before you bears a large 
fraternal ring. I have known of 
cases where salesmen of this type 
have determined beforehand whether 
a purchasing agent was an Elk, 

Mason, a Knights of Columbus, or 
an Eagle, and have placed emblems 
or insignias corresponding to these 
various fraternal organizations upon 
their person before interviewing the 
buyer. Needless to say this display 





of bad taste seldom helps to get an 
order. 

The pest who makes it his business 
to call at least once and sometimes 
twice a day is still another goat get- 
ter. It seems that whenever you open 
the door of your office to talk with 
one of your employes you find him 
loitering about under some pretext 
or other such as checking up a bill or 
discussing a purchase made from his 
firm. He makes himself a nuisance 
around other offices in the city hall, 
but being a taxpayer, and not actually 
harming anyone, nothing can be done 
about it. 


SHOULD like to end all of this 

frank, honest and well-meant crit- 
icism with my conception of the ideal 
sales representative as one who 
works irrespective of the weather, 
submits detailed and intelligent quo- 
tations, stands on his own, avoids 
telephone calls except in cases of 
emergency, does not ask for the chief 
purchasing agent when an assistant 
will do, limits business calls to busi- 
ness hours, respects the buyer’s lei- 
sure hours, knows his lines, is up on 
market conditions, leaves his own 
personal troubles at home, adheres 
strictly to the truth, is a perfect gen- 
tleman and a good loser, continues 
to submit quotations whether he loses 
or wins, is neat and dignified in ap- 
pearance, does not waste time with 
idle generalities, is not an automaton, 
is not sarcastic, is not familiar, does 
not bore you with long lists of firms 
he has sold, does not high pressure 
you, respects the time of other sales- 
men who are waiting, speaks cor- 
rectly, does not flaunt fraternal em- 
blems, does not run to the office on 
the slightest provocation, and has an 
abundance of plain common sense. 

While at first glance, it may seem 
to you that this is a pretty long list 
of rules to live up to, in reality each 
of them is carried out unconsciously 
by the fellow who is really entitled 
to be classed as a salesman. Of 
course, all human beings are apt to 
slip up once in a: while. Salesmen 
are no exceptions. Therefore, it 
seems to me that it would be a good 
plan for salesmen to check up on 
themselves now and then. By so 
doing, they may save themselves the 
embarrassment of being called on the 
carpet by their boss, or worse yet, 
a customer. 

The list of attributes noted here may 
prove useful for check-up purposes. 
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The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR OCTOBER, 1933 
100 = Average Monthly Sales, 1923—1925 


October sales equal year’s high point. 40h better 
than October, 1932. Drop looked for in November. 


exactly the same as that for August, the pre- 

vious high point for 1933. This figure repre- 
sents a gain of 9% over that of the previous month 
and about 40% over the 44.3 registered in October, 
1932. 

The Sales Indicator, inaugurated exactly one year 
ago, has pictured an almost unheard of descent to the 
depths in March, followed by a steady increase to a 
peak in August. September fell off slightly but sales 
for October were again at the peak for the year. It 
is interesting to note that indicators of general busi- 
ness for October exhibit a slightly lower figure than 
for September and a considerably lower one than for 
August. 

Except in the eastern and western states, the larger 
portion of the month’s business came in the last 15 
days. These two groups did not fare as well as the 
first half of the month indicated they would. On the 
Pacific Coast, however, the Indicator registered 67.4, 
where a drop to 55 was looked for. 

The outlook for November is not so rosy. 


r NHE Sales Indicator for October registers 61.8, 
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creases are looked for in all sections when sales for 
the first 15 days are used as an indicator. On this 
basis, it appears that the Indicator for November will 
rest somewhere around 58. This decrease of about 
six per cent corresponds almost exactly with that of 
last year, when the November Indicator registered 
41.8 as compared with 44.3 in October. 

After the publication of the December Indicator in 
the February issue it is planned to superimpose 1934 
sales over those for 1933 on the chart so that an in- 
stant comparison with the previous month and the 
same month a year before can be made. As was evi- 
dent from the inauguration of this regular feature of 
Mitt Supp ties, its value increases in direct propor- 
tion to the length of time the reports are gathered. 
That there is interest in the Indicator is evidenced 
by the fact that the sales reports from distributors, 
which are used to compile the figures, are coming in 
now with greater regularity than ever before. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 21. 
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Brush News 


Published by The Osborn Manufacturing Co. 


( Advertisement) Copyright, 1933 











The Reward of 
Consistent Co-operation 


\ CHECK-UP of The Osborn Plan is timely. What has it ac- 
complished?) Tlas it proved worthwhile? The answer may 


sound visionary... . But Osborn knows otherwise. 


Worthwhile gains in brush volume have been made... irrespective 


of economic obstacles to business development .. . yet Osborn 
considers such gains secondary to the real reward of consistent 


cooperation: 


The Osborn Plan has forged a strong bond between manufacturer 
and distributor. Both have worked together toward a definite goal. 


‘Voday, with unprecedented conditions back of us and new con- 
ditions ahead of us, Osborn and “Brush Conscious” Distributors 


are GEARED UP FOR ACTION. 


YES! Osborn maintains that consistently aiming at a definite 


objective is very much worthwhile! 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue, Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 
WE DO OUR PART 
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40) Successive Issues of “Brush News’ 
DIRECTED TOWARD ONE OBJECTIVE! 


Right through the greatest economic storm in business history, 
BRUSH NEWS has held fast to its course. 


In September, 1930, the first issue of BRUSH NEWS appeared 
in the “‘Mill Supplies” magazine. On the first page of that issue 


(illustrated at the right) an objective was named. Read what it says: + 
“The purpose of BRUSH NEWS is to help mill supply distrib- a 
utors and their salesmen increase their profits on brushes.” >: 
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bstantial increase in brush 







4 1 by The White Tool & 
o. of Cleveland, O 







1. ©. Ellsworth, president 





f the company, states that be 






we they concentrated their 






rush business on the Osborn 





usual to receive 
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suit 18% of our morning's 
ail ¥ contains orders for 
shorn Brushes,”’ states Mr 

















worth who credits this 






profitable business to selective 
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BRUSH PROVERB 


Some distributors stock several 















lines of brushes as an accomo 
dation to their customers 
Progressive distnbutors SELL 
Osborn Brushes as an accomo- 
dation to their customers, 
and at a profit to themselves. 





















INTRODUCING 


“BRUSH NEWS" 


The purpose of “BRUSH 
NEWS" to help mall supply 


distributors and their sales 


increase their profits 


sful Osborn distribu 
save lifted there brush 
vess from insignificance 
ts nghtful rank as a lead 
g profit-maker. What these 
istributors have done and 
the methods they use wall be 
publi hed in “BRUSH NEWS 
for the information of other 
progressive distributors. In 
fact. many distributors have 
expressed a desire fora 
leanng house’ of brush in 
formation RRUSH NEWS 
meets this requirement 


We wall appreciate your com 
ments and any constructive crit 
rosms Which may assist us in 
making “BRUSH NEWS” of 
increasing value to mill supply 
distributors and theirsalesmen 





KNOW THE LINE 
OF 


F 
OSBORN BRUSHES 











DISTRIBUTOR 
RANKS OSBORN 
BRUSHES AMONG 
LEADING LINES 


The Hardware & Supply Com 
pany of Akron, Ohio, has built 
upa large mull supply business 
on the poly of selling only 
quality lines 


In a recent analysis made by 
Hesket H. Kubn, general 
manager of the company, it 
was revealed that 37 lines are 
vielding sufficient profits to be 
classed as leaders 

Osborn Brushes are included 
inthe list of 37 outstanding 
prott-makers 

The sigmficant point about 
this distributor's success with 
Osborn Brushes is the fact 
that, irrespective of the highly 
competitive nature of the 
territory, The Hardware & 
Supply Company 1s increasing 
its Osborn Brush business 


Successful salesmen sell 
Oshorn Brushes. . not on cost 
but on cost of performance 














Month after month... for 40 months... BRUSH 
NEWS has carried practical sales information 
about Osborn Brushes to distributors and their 
salesmen. A store-house of helpful brush know- 
ledge has been made readily available for “brush 
conscious” salesmen. 


Today, Osborn and Osborn Distributors stand 
closer together than ever before 
with everything necessary to serve the brush 
needs of industry efficiently and economically. 


An outline of the strength of the Osborn line is 
presented on the following page. 


equipped 
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The “Brush Conscious” Salgummaancel [he Osborn Distributor is 
Memon in 1934 





Ready for 








OSBORN'S WV. 
POLICY WITH DISTRIBUTORS 





OSBORN’S COMPLETE LINE 
OF INDUSTRIAL BRUSHES Ss 


OSBORN’'S HIGH STANDARDS 
oF sadhichtalesinoled vienna QUALITY 


OSBORN’S EXTENSIVE RESEARCH 
AND DEVELOPMENT FACILITIES 


| oOsBORN'S SALES PROMOTIONAL : 
AND MARKET DEVELOPMENT ACTIVITIES 


OSBORN’S STOREHOUSE OF SALES 
INFORMATION FOR DISTRIBUTORS’ SALESMEN 


OSBORN'S FIELD CO-OPERATION WITH 
DISTRIBUTORS' SALESMEN WHEN REQUIRED 





OSBORN’'S CATALOG AND DIRECT MAIL HELPS 
PLANNED ESPECIALLY FOR DISTRIBUTORS’ SALESMEN 








OSBORN’S ADVERTISING TO BRUSH USERS 


EQUITABLE PRICES—HONEST VALUES 


ZHAN TAN NECONDY Ae 
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North Atlantic States 
about 61 is looked for in November. 











Distributors in this section looked for an Indicator of about 71 for October, 


based on sales for the first 15 days but actual sales registered only 64.5. This 


Southern States 


figure, however, compares very favorably with 55.2 in September. A decrease to 











The Indicator for the southern states took a small drop from 70.0 in Septem- 
ber to 68.9 in October. Distributors in this section had expected a decrease to 


about 67, however. The November outlook indicates a further drop to about 65. 
Middle Western States 











Although this group is behind all others, a nice increase, from 44.3 in Septem- 


using the first half of the month as a basis, expect to just about hold this fig- 
ure for November while all other sections are looking for decreases. 


Western States 


ber to 51.5 in October, was shown. Furthermore, distributors in this section, 
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A rather sizeable decrease in sales in this section pushes the Indicator from 
73.3 in September to 66.6 in October. An additional drop to about 60 may be 


Pacific Coast States 


looked for in November if the last 15 days follow the pace set by the first 15. 
ther drop of about 10% is looked for. 





3usiness for the last half of October so far exceeded that for the first 15 days 
in this section that the Indicator reads 67.4 where a drop to around 55 was ex- 


pected. Unles? sales for the last half of November put on another spurt a fur- 
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Your I ndustry ’s Associations 


ECTION TWO, article two of the 
Code for Distributors of Industrial 
Supplies and Machinery defines a dis- 

tributor as follows: 

“A distributor of industrial supplies and 
machinery shall be defined as one who sells 
to industrial consumers and other trade out- 
lets and who has at least the following fa- 
cilities and services: 

“a. An adequate investment. 

“b. Storage space sufficient to carry the 
stock required in paragraph (e) herein and 
necessary facilities for operating same. 

‘“c, A proper accounting system, sales, of- 
fice and delivery service. 

“d. Regularly maintains salesmen in his 
territory to demonstrate and sell the lines 
handled. 

“e. Carries a sufficiently complete pur- 
chased stock of industrial tools, equipment 
and supplies to meet normal requirements in 
his territory. 

“f. Assumes the credit risk of his sales.” 

If your business fits this definition, you 
are an industrial distributor and, as such, 
must operate under the code of the indus 
try which became effective November 3. In 
certain cases where only a portion of a dis- 
tributor’s business is industrial, what busi- 
ness of an industrial supply nature is done 
comes under the distributor's code. This 
applies to hardware, plumbing and heating, 
electrical, machine tool and other types of 
distributors with industrial or mill supply 
departments. 

The Code for industrial distributors was 
sponsored by the National Supply and Ma- 
chinery Distributors’ and Southern Supply 
and Machinery Distributors’ Associations, 
which organizations are recognized by the 


government as representative of the industry. 

If these associations are to function prop- 
erly in the interests of the industry as a 
whole, it is imperative that they be sup- 
ported by the individual members of the in- 
dustry. There are many industrial distrib- 
utors not now belonging to the Associations 
who are eligible to membership. Such dis- 
tributors should get in touch with George 
A. Fernley, secretary, National Association, 
505 Arch Street, Philadelphia, or Alvin 
M. Smith, secretary, Southern Association, 
Seventh and Bainbridge Streets, Richmond, 
Virginia. 


XK 


An Editorial Program to Meet 
Changed Conditions 


ITH changing economic conditions 

and the codification of industry, the 

responsibilities of distributors’ sales- 
men become greater than ever. For we are 
entering a selling era—an era in which sound 
sales effort, based on market and product 
facts, is to be the controlling factor in se- 
curing business. 

Unfair trade practices, which previously 
have placed real salesmen at a decided dis 
advantage, are being eliminated. This, ob- 
viously, means that cutthroat competition 
will become less and less an important factor 
in the placing of business. 

It does not, however, mean that selling 
will become any easier. To the contrary, 
sales competition will be keener and more 
difficult. Thus, only the fittest salesmen will 
survive. Order-taking tactics simply will not 
be able to weather the storm of hard-hitting, 
intelligent selling. 

Keenly aware of the fact that selling is 
going to be the key to success of distribu- 
tors in this rehabilitation period ahead, Mit 
Suppuies will direct its major efforts toward 
sales problems. 

Market analysis information, sales facts 
about types of industrial products, experi- 
ences of successful salesmen, constructive 
suggestions from purchasing agents and plant 
men, uptotheminute news of men and 
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methods and immediate releases on new and 
improved industrial products will form the 
nucleus for Mitt Supptiss’ 1934 editorial 
program. 


Never in the history of the industry has 
the need for the type of editorial service 
supplied only by Mitt Suppuies been so 
pronounced as now. The job ahead of dis- 
tributors is essentially one of selling and 
Mix. Supp.igs is prepared to do its share, 
as the magazine of industrial distribution, to 
blaze the trail. 


x 


Business Is Better 


HIS issue of Mitzi Suppuies concludes 
another year of publishing service to 
distributors of industrial supplies and 
equipment. It has been a trying year, but 
one in which new hopes have been kindled. 


Business has shown definite improvement 
this past year, whether from artificial stimuli 
or from natural causes, and this has aided 
greatly in restoring confidence. In this in- 
dustry, for example, Mitt Suppties’ Sales 
Indicator has risen from a low of 31.8% in 
February to a high of 61.8% in August. 
True, the Indicator fell off slightly in Sep- 
tember but was back to the year’s high in 
October. October business, by the way, 
was 40% greater than a year ago. 


Employment has increased in the field, 
sales forces have been strengthened, wages 
increased and distributors generally are in a 
much better frame of mind than they were 
a year ago. 


Of course, there are still a lot of hurdles 
to be jumped before real prosperity will be 
with us again, but the fact that we have 
made progress is reassuring and gives us con- 
fidence to tackle the new year with a cour- 
age that will hasten our journey back to 
normality. 


Distributors, it seems to us, are in a par- 
ticularly sound position economically. Man- 
ufacturers and consumers alike have learned 
that there are a lot of costly pitfalls in 
direct-selling and direct-buying. They have 


found, for the most part, that progressive 
distributors can perform for them the func- 
tions of distribution in the most economical 
manner. 

The year ahead promises to be one in 
which distribution facilities will be taxed to 
the utmost. It will be a year of opportunity 
for the industrial distributor and it’s up to 
you to make the most of it. 

Business in this industry is better right 
now and the outlook is for still further im- 
provement as we get into the new year. See 
to it that your organization is geared not 
only to share in the pick-up as it comes, but 
to do its part in hastening it. 


XK 


Insist on a Reasonable Profit 


NE accomplishment of the codifica- 
() tion of the industry, which should 

benefit distributors, is the fact that 
terms, discounts and other conditions of sale 
surrounding specific lines are made public. 
Thus, it becomes a simple matter for dis 
tributors, as an industry, to determine the 
“chaff from the wheat.” 

This wasn’t always true in the past, with 
the result that some manufacturers, in spite 
of policies detrimental to distributors’ inter- 
ests, were able to command considerable 
business from supply houses. 

As industry after industry makes public 
their Codes, the distributor is finding in cer- 
tain cases that he has been left out on a 
limb. 

Every industry has a right to establish its 
own rules, subject to the Government's 
okey, but by the same token distributors 
have a right to sell or decline to sell any line. 

The Associations in our field are to be 
commended on the definite stand they have 
taken in urging distributors to ignore non- 
profit lines and put in their time on those 
which will pay them a fair return. MuILy 
SupPP.igs concurs with the Associations’ be- 
lief in this regard and urges distributors to 
put forth a united front. 

It costs money to perform the functions 
of distribution, as some manufacturers will 
discover if they are forced to take over the 
responsibility themselves. 
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Newsy facts about industrial distributors 


and their salesmen 











J. M. Tull Expands 

The J. M. Tull Rubber and Supply 
Company, Atlanta, Georgia, has 
greatly increased its warehouse facil- 
ities by acquiring the rest of the block 
in which the present building is lo- 
cated. 

A 50 by 150-foot building will be 
used as a sheet metal warehouse with 
a shop in the rear. 

J. M. Tull, president, reports a 
splendid increase in sales for the past 
six months as compared with 1932 and 
hastens to give the NRA full credit. 


* * 


“Hes” Kuhn Active in 
Opening Bank 

Heskett H. Kuhn, general manager 
of the Hardware and Supply Com- 
pany, Akron, Ohio, was the chairman 
of the reopening committee for the 
First-Central Trust Company of that 
city—and what a job “Hes” and his 
fellow patriots did! 

They obtained agreements to the 
reorganization from over 40,000 de- 
positors, representing $26,318,000 in 
deposits. The bank is expected to 
open early in January. 





They sell supplies for the Alden Supply Company, Philadelphia. Left to right: Clyde 
Ambler, George Krofft, Walter Brown, Paul Richardson, Frank Wessner and Frank Wilson, 


An editorial in The Times-Press, 
Akron, reads, in part: 

“The success of the plan is a trib- 
ute to the industry of the committee 








This picture was snapped on the occasion of an impromptu sales meeting at Topping 

Brothers, New York City, and includes a large portion of the sales force. Left to right: 

Orville Holum, Adam Cook’s Sons, G. Carstens, George Piatt, H. C. Bauer, J. B. Murphy, 
S. Smyth, A. Nilssen, C. Passanant, L. Pfeiffer and W. Michelotti. 
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sales manager. 





that advanced and fought the plan 
through. It is no less a tribute to the 
people of Akron who gave their con- 
sent to the plan. The success of the 
committee again demonstrated that 
Akron can and will pull as a unit on 
any project for the general good when 
dependable leadership is provided.” 


+ * & 


Woodbury Opens Tacoma Office 

Woodbury and Company, Port- 
land, Oregon, in October opened an 
office at 416 Washington Building, 
Tacoma, Washington. This office is 
in charge of George M. Evans, who 
will cover Tacoma, Grays Harbor, 
Willapa Harbor and southwestern 
Washington. 


* *K * 


Miller and Stern Move to 
Larger Quarters 
Miller and Stern, San Francisco, 
on November 1 moved to larger quar- 
ters at 1126 Howard Street. Two ad- 
ditional salesmen have been employed. 
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Hewitt Co-operation Goes 


With Him On Every Call 


The distributor salesman who handles the Hewitt 
line has good reason to feel self-confident. He 
knows that on every call and in every rubber 
goods argument he is supported by Hewitt skill 
... by Hewitt 74-year experience ...and Hewitt’s 
willing co-operation. 

For Hewitt isn’t too big to understand the sales- 
man’s problems and what he has to buck out on 
the “firing line’. We all know that selling now- 
adays puts a man on his mettle. And it’s not 
quite enough that he have a fine 
and as complete a line of mechan- 
ical rubber goods as modern 
ingenuity can build. 


HEWITT .co 





HOSE 









CONVEYOR AND TRANSMISSION BELTS 


Today’s salesman needs the manufacturer’s 
whole-hearted co-operation in point of sales 
policy; protection against both direct and in- 
direct factory competition ... fair prices that net 
an honest profit...engineering assistance on 
difficult accounts... effective advertising to the 
right prospects. 


This is what Hewitt co-operation looks like 
in print. In practice, it means encouraging 
rofits and friendly relations between the fac- 
tory — distributor — customer. 
Hewitt Rubber Corporation, 
Buffalo, New York. 


LO 


RUBBER 


THE. GUTTA PERCHA & RUBBER MANUFACTURING CO..EST. 1859... HEWITT RUBBER COMPANY. EST. 1904 


PACKING 








THIS SALESMAN 


RPORATION 
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Mo-lylo-clen-um 
Sell 


this idea 
to sell ALLEN 


screws under toda y s 


operating conditions 


PROFIT- making machinery runs fast; production tie - 
ups are profit break-ups; interruptions don't pay 

because customers won't pay ENOUGH. Continuity of 
operation comes first in any consideration of Hollow Screws. 
It's first consideration, too, in making Allen screws of 
CHROME-MOLYBDENUM. . . Engineers and production men 
specify Allen screws of this steel — heat-treated, cold-worked 
by Allen processes into products of steadfast performance. » » 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. U.$.A. 


George Hill Company Changes 
Name 

On August 21, the name of George 

| Hill Company, Incorporated, Chicago, 
was changed to Supply and Hard- 
ware Corporation and at the same 

| time announcement was made that 
the company was withdrawing from 





H. O. Hill 


| the retail and plumbing contracting 

business and would confine its activi- 

| ties to the wholesale distribution of 

hardware, factory supplies, pipe, 
valves, fittings and allied lines. 

The location at 6314 South ‘Cen- 

tral Avenue is in an outlying part 


J. R. Hill 


| - ~ . . 
of Chicago and convenient to several 


large industrial districts. 
H. O. Hill is president of the com- 
pany and J. R. Hill is secretary. 
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THERE IS 
IN 
DIFFERENCE 




















Salt TOOLS may all look alike, but results prove that there is a 
difference. In the case of Morse Tools that difference shows itself in 
longer workin life, decreased production costs. 


Morse advertising, is helping you to sell by featuring this slogan in lead- 
ing consumer magazines: THERE IS A DIFFERENCE. Your small 
tool sales will react favorably if you follow the Morse line of attack. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS..,U.S.A. 
New York Store, 92 Lafayette Street Chicago Store, 570 West Randolph Street 








The Morse Line 
includes 
High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 
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~Y ALE 
DISTRIBUTORS 


e WGwoeut of our 


long and pleasant association 
and the fact that our interests 
are so inseparably identified 
with yours, it is only natural 
that we look upon you as in- 
timate, vitally important fac- 
tors in our organization and 
its progress—that we regard 
you not merely as sales out- 
lets, but as friends. 


And so, nearing the close 
of another year, we disregard 
for the moment all thought of 
commercial interests and ex- 
tend to you our sincere greet- 
ings in the spirit of the ap- 
proaching holidays. May the 
New Year bring to you and 
to every member of your indi- 
vidual organizations all of the 
happiness and prosperity that 

you could possibly desire 

for yourselves. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 























W. L. Phipps, vice-president of the Larimer 
| Hardware Company, Cedar Rapids, Iowa. 


This firm has been in the same location for 

65 years, selling heavy hardware. Three 

years ago an industrial supply department 
was added. 





Beals, McCarthy and Rogers 
Lands Big Sheet Order 
The development of a method for 
installing corrugated metal roofing 
without the use of rivets and bands 
by S. M. McAnulty, plant engineer 


| of the Republic Carbon Company, 





Niagara Falls, New York, led to an 
order for 35,000 pounds of Toncan 
Iron from Beals, McCarthy and Rog- 
ers, Incorporated, Buffalo distribu- 
tors. 

The roof for which the sheets were 
bought covers a calcimining plant. A 
material was necessary which would 
withstand the ravages of sulphuric 
acid which is formed by the combina- 
tion of sulphurous gases and steam. 

Twelve gauge hot rolled, annealed, 


| pickled and corrugated sheets were 





banded job. 


electrically welded with overlapping 
expansion joints placed at intervals of 
28 feet. Sheets were coated on the 


| inside with Elasticote and on the top 


with an aluminum-asphalt paint. 
The use of welding in this case is 
said to eliminate the ripping off of 
sheets by the wind and to insure a 
completely weather-proof job.  In- 
stallation cost is said to compare fa- 
vorably with the usual riveted and 


* * * 


Fisher Supply Head Dies 

L. C. Abbott, president of the 
Fisher Supply Company, died on No- 
vember 7 of heart trouble. 

A. C. Rees, secretary, reports that 
there probably will be no change in 
officers until the February meeting of 
the board of directors. 








UMI 








DECEMBER, 1933 MILL SUPPLIES 








Pay him wages- but 


GIVE | 





As industry arms in the battle for economic 
recovery, new importance rests upon the 
tools of industry. Higher wages, shorter 
hours, better tools — provide a combina- 
tion that will make the whole program 
progressive, productive and profitable. 


Many pre-depression tools are inadequate, 
many more are obsolete—practically all 
are to some degree inefficient. Better 
tools, like Williams’ Wrenches will pro- 
duce more both for you and labor by 
eliminating waste and inefficiency. 


Whatever your wrench needs, Williams’ 
(Makers of “Vulcan’”’ Tongs) have a type, 
pattern, and size for every requirement. 
Superior Drop-Forged Wrenches of 


Carbon Steel; thin, slim-jawed, “Super- ‘~ \ 


renches”, drop-forged from Chrome-Alloy 
Steel; and “Supersockets”’ in five industrial 
patterns. 


BUY FROM YOUR DISTRIBUTOR 


J. H. WILLIAMS & CO. 
“The Wrench People” 
75 Spring Street New York 


WESTERN WAREHOUSE AND SALES OFFICE, CHICAGO” —7< 
WORKS, BUFFALO, N.Y. of 


> 
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WRENCHEs 


MOST COMPLETE LINE IN JU. S. A. 
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Capital ‘“RED CAP’’ Brushes and Brooms 


A Record of Performance 
That Will Influence 
Purchases in 1934 


We have made industrial brushes and brooms for 
43 years. 

During that period our products have served 
plants of all descriptions—everywhere—efficiently 
and economically. 


Capital Distributors are capitalizing today on this 









WE DO ove pant 


. 
ae i ee ed 


so in 1934—when the brush and broom market will 
be far more productive than it has been for a long 
time past. 


ALL CORN OR CORN 
AND BAMBOO 





BASS PUSH BROOM FLOOR BRUSHES 


Now—as inventory time comes again—get set for 1934. 
Write for complete information on our products and our 
sales policy. 








INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street Indianapolis, Indiana 





QUALIFIED TO LEAD 


“TOLEDO” No. 999 14" to 2” PIPE MACHINE 
SPEED 


—2” pipe is threaded in 15 seconds, cut off in 14 seconds. In- 
stant die change. Separate quick-opening die head for each 


size. No gears to shift. Simple and easy to operate. 








SALES 


—of this popular machine are increasing. Has ———_ all 
other 2” pipe machines. Advanced design, speed, of 
operation, and the = 8 approval have made the No. oy the 
most popular 4%” to 2” pipe machine. 





—every industry is a possible sale for a No. 999. Many users have more than one 
machine—one user has five in operation. Repeat orders are only possible through 
performance, Put a No. 999 on your floor. Use this method to increase your sales. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE & DISPLAY, 72 LAFAYETTE ST. 


Se 


established reputation. They will benefit even more | 





New Los Angeles Supply House 

The Transmission Equipment Com- 
| pany, 524 East Fourth Street, is a 
| new distributing firm in Los Angeles, 
specializing, as its name implies, on 
transmission equipment. 

Gower Waters, 15 years with In- 
gersoll-Rand, and Martin J. Larsen, 
formerly with the Bodinson Manu- 
facturing Company, are partners in 
the firm. 

Among the lines now being dis- 
tributed are Rockwood paper motor 
_ pulleys and motor bases, Dayton cog 
belts, and American split steel pul- 


leys. x * x 
Changes in A. N. Nelson 
Organization 
Rk. L. Hammond is now secretary 


and treasurer of A. N. Nelson, Incor- 
porated, Brooklyn, New York. A. N. 
Nelson, the former treasurer, died 
suddenly on August 16. 

Joseph W. Eigo has recently joined 
the sales force. He was formerly a 
member of the sales organization of 
| Clemson Brothers and that of Man- 

ning, Maxwell and Moore. 
| A complete reorganization is being 
| effected, after which this company 
| will go after mill supply business with 
| renewed energy and a_ progressive 
| policy. 


:_ * + 


Tulsa House Employs Former 
Chicago Salesman 

James H. Lee, who was formerly 
with a Chicago supply house, has been 
employed as a salesman by the Ma- 
_chine Tool and Supply Company, 
Tulsa, Oklahoma. 

This company is now distributing 
Totalite, a paint line manufactured 
by the Wilbur and Williams Com- 
pany. 











E. E. Stvan, manager of mill supply sales 
for Strong, Carlisle and Hammond Com- 


pany, Cleveland, left, with three of his 
“heavy hitters,” Elmer Rahe, C. Ball and 
R. R. Roesinger. Ball is an expert on pack- 
ing plants and breweries while Roesinger 
covers an out-of-town territory. 
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“Don’t say we shot those deer,” cautioned | 


Lewis and Frank Squires of the Industrial 
Supply Company, Salt Lake City, when dis- 
cussing a caption for this picture. They 
were shot, it was explained, by J. H. Oleson, 
vice-president of the company, who was out 
looking for a fourth to complete the scheme 
of decoration when our camera man called. 


M. F. Murdock Adds Three 
Salesmen 
The M. F. Murdock Company, 
Akron, Ohio, has employed three new 
salesmen, K. E. Carter, M. L. Ha- 
maker and R. D. Sheard. 


Mr. Carter, who joined the Mur- | 


dock force on June 1, is calling on the 
industrial trade in Akron. 

Mr. Hamaker, who was formerly 
with the Diamond Rubber Company, 
has an office in Canton and is con- 
tacting industrials in that city and 
surrounding territory. 

Mr. Sheard joined the organization 
on August 1 and is employed as a 


house salesman. 


Harris Pump Adds Three Men 
Three new salesmen, G. B. Eccles- 


ton, E. T. Chalfant and R. G. Husted, 
have been added to the force of the 


Harris Pump and Supply Company, 


Pittsburgh. 
Mr. Eccleston was for eight years 


the sales manager of the Sterling Steel | 


Castings Company. Mr. Chalfant is 
the son of Judge FE. C. Chalfant. Mr. 


Husted was with Harris Pump for | 


many years and has just returned. 
* * 


New Salesmen With 


Mahoney Clarke 


A. H. Faust and George P. Tepper, 
both of whom were formerly with the 


Atlantic Hardware and Equipment | 


Company, have been added to the 


sales force of Mahoney Clarke, In- | 
corporated, New York City. 





ARMSTRONG 






Up Goes 
High Speed Steel 


| 
| 


—and up goes 
the demand for 
ARMSTRONG TOOL HOLDERS 


Up goes High Speed Steel and with it point by point the 
increased demand, for ARMSTRONG TOOL HOLDERS 
for ARMSTRONG TOOL HOLDERS not only Save All 
Forging, and 70% Grinding, but 90% High Speed Steel 
as well. They cut cutting costs on lathes, planers, slottcrs 
and shapers not only by eliminating tool dressing, by pro- 
viding permanent tools, but also by ending large invest- 
ments in costly cutting steels and by stopping losses in 
heavy tool stumps. 


Especially now when cutting steels are getting more costly, 
tool makers, machinists and production men are looking 
for new places to ue ARMSTRONG TOOL HOLDERS. 
It is a time to push sales, to get them out on the coun- 
ters and in the windows (*). It’s the time to mail 
ARMSTRONG TOOL HOLDER BOOK- 
LETS (7). To make them the first item 


for emphasis with your salesmen. 












Buy 


ARMSTRONG 
TOOLS from your 
Supply House 4 


wy (*) Attractive action window display with 
window streamer “ARMSTRONG TOOL 


ARMSTRONG HOLDERS Save All Forging, 70% Grind- 


Teel Helders ing and 90% HIGH SPEED STEEL” fur- 
“C” Clamps nished on request. 


High Speed Steel Bits 
Armide Cutters 


Beep Seanet Weendies (+) Tool Holder Booklets (small 16-page) 
Ratchet Drills . ° oge ° 
Machine Shop Gpectaities will be provided for mailing. Write today. 


_ ARNSTIONG BROS. ARMSTRONG BROS. TOOL CO. 


Dies and Stocks 


Pipe Cutters and Wheels “‘The Tool Holder People’’ 
i i : 
| Pipe Wrenches and Tongs 905 N. Francisco Ave., CHICAGO 
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ATKINS 
SAWS 
BLUE END 


DISTRIBUTOR 
PROFITS 





DISTRIBUTOR 
SALES 





WIDE 
MARKET 





EXPANDING 
DEMAND 





WIDESPREAD 
RECOGNITION 





DEFINITE 
ECONOMIES 





GUARANTEED 
PERFORMANCE 





EXPERT 
WORKMANSHIP 





FINE MATERIAL 
SILVER STEEL 





CAREFUL 





DESIGN 





Not a weak rung in the sales 
ladder of ATKINS SILVER 
STEEL Hacksaws. Manufac- 
turers, machine shops, textile 
mills, garages—all prefer this 
blade with the Blue End which 


cuts more metal than any 
other. Distributors ‘handling 
SILVER STEEL Hacksaws 


are increasing sales—and 


profits. 


E. C. ATKINS 
AND COMPANY 


420 So. Illinois St. 
INDIANAPOLIS, IND. 























J. R. Foss of M. L. Foss, Incorporated, 


Denver, had just returned from the Chicago 

Fair when this picture was taken. His 

thoughful mien does credit to the managers 
of that great exposition. 


Marwedel Opens Electric Tool 
Rental Department 

C. W. Marwedel, of San Francisco 
and Oakland, has recently opened an 
electric tool rental department. This 
is conducted for the purpose of profit 
and as an aid to the sales department. 
It is their experience that customers 
who have known the convenience of 
electric tools for small jobs often pre- 
fer to buy them. 

The man who needs a tool badly 
enough to rent it for one or more small 
jobs will usually find a dozen jobs for 
which he could conveniently use it. 
A sales prospect list is made up from 
the names of rental customers. 

Stock for the rental department is 
obtained through trade-ins, which in- 
cidentally stimulates the sale of new 
tools. Tools from the rental depart- 
ment are all offered for sale and this 
opens a new field of prospects who 
would not be interested in paying the 
price for new tools. All tools taken 
in trade are reconditioned before be- 
ing placed in the rental stock. Ex- 
cept where tools are rented to firms 
with a good credit rating their full 
price must be deposited till the tool 
is returned. 

In addition to operating the rental 








department at a profit and acquiring 
a large list of new electric tool pros- | 


pects the firm now has tools for the 
convenience of present owners who 


need tools for use while theirs are | 


being repaired. 











How will you 


meet the 


KEENER 
COMPETITICN 


when more 

salesmen are 

after the business? 
At the most, you can maintain 


personal contact with each buyer 
about 1 per cent of his time. 


| But a new catalogue will keep all 
| of your goods on the buyer’s desk 


during the other 99 per cent of his 
time. 


Even when a competitor’s sales- 
man is “on the ground”, your cata- 
logue will remind the buyer to take 
the matter up with you. 


As industrial activity increases, 
consider what it will mean to 
you to put a new catalogue of all 
your up-to-the-minute goods in the 
hands of the buyers who are look- 
ing for means of reducing their 
production costs. 


Feature your new goods and your 
new agencies. Get the facts as to 
what a new Donnelley-compiled 
catalogue offers you. 


You have everything to gain. No 
obligation. 


R.R. Donnelley & Sons Co. 


350 East Twenty-Second Street 
CHICAGO 
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KEEPING IN STEP 


ote 


PROGRAM 
la 






| MPROVED service equipment is one of the an- 
swers to the problem of adjusting costs to meet a 
higher wage problem. 


The modern, high speed belt lacer produced by Clipper 
today is a development of over a quarter of a century 
of intensive specialization. 


QUAL Clipper Hooks are unsurpassed in quality and dura- 
e868 » bility, yet they are 20% to 30% lower in price than 
any hook made in America. 


Now is the time to demonstrate to your trade the supe- 
riority of Clipper products and the savings which can 
be made through the installation of the up to date lac- 
ing methods which Clipper progressiveness has made 
possible. 


Clipper Beli Lacer 


GRAND RAPIDS MICHIGAN 





Jacing Gquipment 


| aa 
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ROBBINS & MYERS, Inc. HOIST and CRANE DIV. 
SPRINGFIELD, 


OHIO 
TAKING HOIST STOCK— 


not only inventory but next year's business. 
The sales of our hoists, trolleys and cranes 
can be one of your most profitable lines. 





Our policy is one of adequate compensation and 
close cooperation. 


With an R. & M. proposal you are never out of the 
running. Our complete line of Electric and Hand 
Hoists, Trolleys and Cranes places you in a strong 
position to compete. 








Write for complete information and be prepared for 
YOUR SHARE OF 
THE HOIST BUSINESS 


Capacities: Electric, 44 to 7/2 Tons—Hand, '/4 to 40 Tons 


SOLD THRU MILL SUPPLY HOUSES EVERYWHERE 


DART U 


ALWAYS HAD 
A CODE 


F OR 35 years fair trade practice and quality have 
been our cardinal principle. 























BRONZE-TO-BRONZE 


if 
1 


/ ee ANd oad 


I 


We have maintained that principle down through the 
years regardless. 


Dart distributors have successfully met competition— 
by proving through actual tests that Dart bronze to 
bronze Unions give the user lower total union costs. 
These things we believe are considered by your trade 
when the temptation comes up to change brands for 
price or to try something new. 


Dart will continue to make Unions on the above basis. 







TEES—U NIONS—ELLS—SCREW ED—FLANGED 


DART MFG. CQO. 






E. M. PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company 
New York 
and at all branches 
Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 











FOR PROFITS 





All hands present at the Bogue Supply Com- 
pany, Salt Lake City, were lined up against 
the wall and “shot” about a month ago, with 
the above result. Left to right: A. L. Olan- 
der, George Guiver, Miss Bonna Bell, M. J. 
McGill, vice-president, and Andy Isaacson. 





Distributes Pumps in Los Angeles 

P. L. Armstrong, formerly with the 
Robert M. Hartwell Company, Los 
Angeles, has organized his own busi- 
ness as a distributor for the Union 
Steam Pump Sales Company and the 
Hill-McCanna Company, the latter 
being a manufacturer of chemical pro- 
portioning pumps and _lubricators. 
He is considering the addition of a 
few more lines of this character. 

Mr. Armstrong’s office is at 1341 
South Hope Street, Los Angeles. 

* * * 


New Blish, Mize and Silliman 
Catalog 
The Blish, Mize and Silliman Hard- 
ware Company, Atchison, Kansas, 
has just issued an 806-page catalog, 
Number 34. The book, which was 
compiled by the Cuneo Catalog Serv- 
ice Company of Chicago, was just a 
little over four months in the making. 
* %* *K 


Hartwell Distributing Keystone 
Lubricants 

The Robert M. Hartwell Company, 
Los Angeles, has recently taken on 
the distribution of the line manufac- 
tured by the Keystone Lubricating 
Company. 

* x 


Salesman Available 

A salesman, now residing in Chi- 
cago, with over 30 years’ experience 
in the mill supply field, is seeking a 
connection. He has traveled Wiscon- 
sin, Chicago and a part of Illinois, 
specializing on shop supplies, trans- 
mission equipment, machine tools and 
mechanical rubber goods. Address 
inquiries to Managing Editor, MILL 
SUPPLIES. 
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New Lines for Industrial Supply 

The Industrial Supply Company, 
Salt Lake City, Utah, is now handling 
Enamelite paints, a recent develop- 
ment of the American Asphalt Paint 
Company. Industrial Supply has dis- 
tributed the rest of the line for the 
past three years. 

Plews oilers and Bottfield high tem- 
perature refractories have also been 
recently added. 

In order to comply with the NRA, 
this company has employed an addi- 
tional stenographer and a stock room 
man. 

* * x 


Bailey-Spencer Distributes 
Diamond Rubber Goods 
The line of mechanical rubber 
goods manufactured by The Diamond 
Rubber Company, Akron, Ohio, is 
now being handled by The Bailey- 
Spencer Hardware Company, Lynch- 
burg, Virginia. 


- me oe 


Carolina Supply Distributing 
Schieren Belting 
The Carolina Supply Company, 
Greenville, South Carolina, is now 
handling Schieren Duxbak belting. 


xk x x 


Transmission Club Planned 

It is reported that a power trans- 
mission club is to be formed in Los 
Angeles in the near future along the 
lines followed by the Power Trans- 
mission Club of San Francisco. It 
will be an organization composed 
principally of power transmission 
specialty houses, although a mill sup- 
ply chapter may be formed. 








B. F. Halliday didn’t really believe this pic- 

ture was going to be snapped but the result 

is a good one. He is sales manager for the 

Dunham, Carrigan and Heyden Company, 

San Francisco and has been with that organi- 
zation for 24 years. 

















“UNBRAKO” 
“HALLOWELL” 
**PIONEER”’ 
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Fig. 711 
Fig. 232 Fig. 220 “Unbrako” Fig. 723 
“Unbrako” “Unbrako” Socket Head “Unbrako” 
Hollow Set Socket Head Stripper Hollow Pipe 
Screw Cap Screw Bolt Plug 


Pat’d and Pat’s Pending 





Fig. 1249 Fig. 1267 
“Hallowell” Steel “Hallowell” Steel Fig. 300 
Stool, Wood Seat Revolving Stool “Pioneer” Steel 
Adjustable Hinged Wood Seat—Foot Shaft Hanger— 
Back Rest the ORIGINAL 


The four lines illustrated are all quality products, and jobbers 
interested in selling items of individuality and merit should in- 
vestigate our proposition. 


Each line is very complete, and is attractively illustrated in bul- 
letins which we will gladly furnish upon request. 








STANDARD PRESSED STEEL CO @ 


BRANCHES 





BRANCHES 





ected JENKINTOWN, PENNA. ~~ sEwvorx. 
DETROIT BOX 519 8T.LOVUIS 




















New and Improved Industrial Products 
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N inexpensive router and shaper, de- 
£\% signed for woodworking, has an in- 
terchangeable power unit which makes 
possible the purchase of either a hand 
router, bench router or bench shaper and 
the later addition of the other units. The 
motor unit is a specially designed 110-volt 
universal motor with provision for mount- 
ing either a router chuck or a shaper 
spindle directly on the armature shaft— 
eliminating belts, pulleys and vibration. 
The unit operates at 18,000 revolutions 
per minute giving cuts so smooth that no 
sanding is required. The shaper unit has 
a patented tilting motor unit holder which 
not only makes possible the use of sturdy 
small diameter cutters for all molding 
cuts but also makes possible the cutting of 
almost any contour with a limited number 
of cutters. In fact, with only four cut- 
ters, it is estimated that 600 different 
molding cuts can be made.—The Stanley 


Flectric Tool Company, New Britain, 
Connecticut, Mitt Suppires, December, 
1933 


Wood-Jawed Vice and Wrench 





I‘ is claimed by the manufacturer that 
when properly used, these tools will 
hold any material without scratching, 
crushing or in any way injuring it. Each 
tool employs the principle of cushioning 
its grip on materials by the use of wood 
jaws which grip the full surface of the 
material. Jaws are interchangeable in vise 
and wrench. They are treated to prevent 
checking or shrinking, lock in position 
when pressure is applied and release when 
lightly tapped. The vise consists of a two 
part malleable iron frame, a set of cushion 
jaws for standard size materials as or- 
dered and a screw yoke. The lower part 
of the frame forms the base, 5 inches by 
10 inches, with one-half inch bolt holes 
for fastening in position. In one end of 
this base is pivoted the screw yoke and 
to the other is hinged the upper half of 
the frame. The wrench also has a two 
part frame, but depends on a cam action 
for its grip. The handle is so placed with 
relation to the two halves of the frame 
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that the greater the pressure applied on 
the handle, the tighter the material is 
gripped. It will not release from work 
until opened by the operator, yet takes a 
new hold with but little movement of the 
handle.—Wolverine Industries, Harbert, 
Michigan. Mitt Suppties, December, 1933. 


Cellar Drain Pump 





HIS pump is intended primarily for 

cellar drainage although its design 
and construction makes it desirable for 
other installations where a compact motor 
driven unit is desirable. The unit is 
quickly installed by simply setting pump 
in any convenient place, then dropping 
suction into water, attaching 34-inch gar- 
den hose to discharge connection to lead 
water outside of building and then con- 
necting the electric cord to a light socket. 
It is not necessary to dig a hole in cellar 
bottom. The pump is powerful and eco- 
nomical, having a capacity of from 300 
to 350 gallons per hour. It is intended for 
pressures up to 20 pounds per square inch. 
The V-belt insures a positive drive from 
the ™% horsepower motor. Pump _ has 
bronze gears and shafts with grease cups 
for the shaft bearings to insure long life 
and durability. Motor and pump are ad- 
justable on base for correct alignment 
and proper belt tension. — Brown and 
Sharpe Manufacturing Company, Provi- 
dence, Rhode Island. Mit. Suppttes, De- 
cember, 1933. 


Stock and Die Assortment 


o Y i], 
ee 


bie Guide Die Stock 
OK Round Adjustable Ores 
ve O8 


New OK Adjy 








NEW assortment of round dies and 
4% die stocks is designed to help in over- 
the-counter selling. Assortment consists 
of 31 round dies, 13/16 outside diameter, 
in the most commonly used machine screw 
and fractional sizes, and 6 adustable guide 
stocks in a lithographed metal display 
stand with easel back. The die stocks are 
fastened to the front of the display stand 
by metal clasps. One die of each size is 


fastened to the front of the display stand 
by a threaded stud and holds a stock of 
dies on the back.—Greenfield Tap and Die 
Corporation, Greenfield, Massachusetts. 
Mitt Suppties, December, 1933. 


Air Nozzle 





ADE of high grade bronze with com- 

pact design and rugged construction, 
this air nozzle has no complicated parts 
to get out of order, Valve is fitted with 
specially compounded disc, held to the seat 
by both spring and air pressure, thus 
assuring a tight joint without grinding. 
Handy bronze handle is said to make 
nozzle easy to operate—H. B. Sherman 
Manufacturing Company, Battle Creek, 
Michigan, Murt Supp.ies, December, 1933. 


Constant Level Oil Control 





HIS constant level oil control is de- 

signed to automatically keep a constant 
oil level in ring oiled bearings or anti-fric- 
tion bearings suitable for oil bath lubrica- 
tion, and insures against failure of oil sup- 
ply and consequent costly shutdown of 
equipment. Waste is eliminated as the “Al- 
vor” feeds only enough oil to maintain the 
required level, and as long as any oil shows 
in the glass bottle none need be added. 
This device operates on the liquid seal 
principle. It feeds only when the oil level 
in the bearing drops below the end of the 
shank, breaking the liquid seal and permit- 


ting air to enter the bottle. The Lun- 
kenheimer Company, Cincinnati, Ohio. 
Mitt Suprtiies, December, 1933. 
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REPUBLIC 
STEEL PIPE 





Republic is in the envious position today of 
being able to make possible considerable sav- 
ings through consolidated shipments of pipe. 
From this one source you can obtain every kind 
of ferrous pipe in general use—butt and lap 
weld steel pipe for all ordinary service in all the 
usual jobbers’ stock sizes, copper bearing steel 
pipe in corresponding sizes, and rust-resisting 
Toncan Iron Pipe in butt, lap and electric weld. 

Think of the routine savings consolidated 
purchases make possible—one order—one bill 
of lading—one receiving record—one invoice 
—one check—and savings in freight on carload 
shipments. Then, too, you need not carry as 
heavy an inventory as when it is necessary to 
purchase a carload of one kind of pipe, while 
you can still render to your customers a com- 
plete service. 

Service to jobbers that they may in turn render 
full service to their customers is just one of the 
factors that has helped make Republic the third 
largest pipe manufacturer in America. 

Literature descriptive of any of the kinds of 
pipe mentioned above will be sent upon request. 


REPUBLIC STEEL CORPORATION 


SR 


GENERAL OFFICES “~~ 


YOUNGSTOWN, OHIO 
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cece 2 New Orleans Distributor 


MILWAUKEE Adds Salesmen 


Felix L. Alcus, Incorporated, New 


INDUSTRIAL BRUSHES with V 1 Chapin, who. was for 
merly with the itney Su om- 
; gs intelligently designed, carefully made, well cit and J. J. idk ces hes been 


rounded line that distributors will sell with | with A. M. Lockett and Company, 


“Monobilt” Wire success—and profit—in 1934. and Oliver H. \ _ Horn. F 

Wheel Brush with This company is now manufactur- 
t a . . “4 “ar . 
 — ing “Pelican” belt cement, “Vanadi- 





Goatens With our entire attention devoted to the pro- 
duction of better brushes for industrial | ym,” “Van Oak’ and all other belt- 
uses, we can provide you with products | ing and kindred products formerly 
that will meet exactly your customers’ | made by the Coe Belting and Supply 
demands for maximum service from | Company. 


MILWAUKEE Curved Back, the brushes they purchase. 
Solid Block Wire Brush 





x x 


Cincinnati Transmission 
QUALITY 
REMEMBER IILWAUKE MEANS BRUSH EXCELLENCE Club Meets 
The Cincinnati Power Transmis- 
sion Club held its first supper meeting 











Sell the right brush for each industrial | on Friday, November 18. Officers of 
purpose with Milwaukee Industria | : ‘“ » LD 
Brushes. Excellent distributor terms, | the group include “Rus” Easton of 





Write for all the facts. 


the E. A. Kinsey Company, president, 

and Waldo Butler of the Queen City 
Supply Company, vice-president. 

L] | . . . 

THE MILWAU KEE BRUSH MANU FACTURING Co. Membership is open to all mill sup- 


ply salesmen and office men. The or- 


One of the many fine MILWAUKEE 
floor Brushes 


2212-2236 North 30th Street MILWAUKEE, WIS. ganization plans to study the Drake 
QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION AND lessons on power transmission. 
MAINTENANCE: REQUIREMENTS | 











*x* * * 











Smith Brothers Enjoys Increased 
Volume 





—tThe 
S. L. Hall, general manager of The 
Smith Brothers Hardware Company, 
Columbus, Ohio, reports a large in- 


Imperial Fittings Chart Will <: ot 
Help Distributors’ Salesmen | is ssvcsiont ct tisyearas om 


. pared with 1932. Peak volume was 
Put it to work for you making reached during the months of June, 
profits from the huge market that |§ July and August but the recession 


<xcume+ needs the modern Imperial Brass Fit- during September, October and No- 
a 8 Lea ting service—complete for gas, air | vember has been slight. 


| S | and oil lines. In addition to this report on gen- 
oA eh Remember this—A short failure eral business conditions, Mr. Hall 
or breakdown in even a small part | states that an appreciable improve- 


| 9 . - | ment in collections has been noticed. 
i a ec of your customers’ plant equipment 
means a definite financial loss to | 7s 


us| ee them. It is not difficult to con- | Standard Shannon Adds Salesman 
vince them that they can avoid ex- and Lines 

Sli pensive delays by keeping @ small ©The Standard Shannon Supply 

_ Supply or e parts Company, Philadelphia, has added 
that means sales for you. Jesse Dando to its sales force. This 
man, according to Vance Boyd, has 
10 years’ experience and, in addition 
to being a good supply salesman, has 


Distributor Executives—Send for the | M PE ~ | A L K ~ ASS 


Imperial Fittings Chart and complete 


facts on this “wide-market’’ line. Vat piel mat Gneldinic C¢cy. quite a good singing voice. 
$1i © Micins: Avenve | Among 3 4 4 taken on in 
~ t ths this > 
ah ie ao ze recent months Dy is company are 








Neverslip safety clamps, Misener ro- 
| tary saws and Advance car movers. 
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Letters From Readers 


Code Data 
Supply distributors individually 
deal with from 400 to 800 suppliers 
or manufacturers. Rather than have 
each individual distributor ascertain 


from his sources of supply the facts | 


concerning their codes and resales, | 


it would be well for some nationally 
recognized organ or agency to collect 
data and publish definite names and 
facts. All distributors would then be 
in possession of the same facts and 


DEPENDABLE 


HIGH-PRESSURE UNIONS 


MADE BY A DEPENDABLE CONCERN 


data. This viewpoint encompasses | 


the national picture from a stand- 
point of unity of activity. 
Vance C. Boyd, 


Standard-Shannon Supply Co., 


Philadelphia. 
* * * 
Specialization 


We have found that our sub- 
stantial increase in business during 
the year is due to the fact that we 
have specialied on maintenance ma- 
terials, such as paint, replacement 
parts and janitor supplies. Sales to 


receivers of banks and_ buildings | 


have produced a nice volume. 
J. J. Badalli, president, 
Standard Equipment and Supply 


Corporation, 
Hammond, Indiana. 
* ok Ke 


What Do You Think? 


Am a constant reader of MILL 


SUPPLIES and welcome the mail that 
brings it. Articles such as those by 
R. C. Duncan, D. W. Northup, 
Homer Porter, your editorials, sales 
helps, distributors’ and manufactur- 
ers’ news are all interesting and nec- 
essary to boost the industry. 


Don’t you think, however, that | 


articles such as “Jest Between Us 
Salesmen” are cheapening your mag- 
azine a bit? To my mind the kind 
of salesmen to whom “Sam Sellem” 
is trying to preach are not the type 
that would spend the time to even 
open up the covers of Mitt Sup- 


pLIes to help themselves. The nega- | 


tive type that “Sam” is trying to | 


help are much in the minority and 
probably don’t know there is such a 
magazine printed as MILL SupPpLigs. 


So far as I can see, there is nothing | 
new or helpful in his articles. It is | 
mostly old stuff that has been rid- | 


den to death by sales managers with 


antiquated ideas. The majority of | 


supply salesmen out trying to sell 


their organization and its products | 


@ Dependable! Four separate seats guard 
against leaks. Can be taken down and reas- 
sembled many times. Guaranteed to comply 
with or exceed requirements of Federal Speci- 
fication Board, U. S. Bureau of Standards. 

Dependable! Finest materials and work- 
manship . .. assured by the world-famous 
Mergenthaler Linotype Company. 

Saleable! Already acclaimed by many large 
users. A fair policy with distributors. An un- 
usual sales opportunity. Write for details. 

& 

UNITED SUPERIOR UNION CO., INC. 
Division of Mergenthaler Linotype Company 

29 Ryerson Street, Brooklyn, N. Y. 

Sales Agents: SHINGLE-GIBB COMPANY 

54th and Gray’s Avenue, Philadelphia, Pa. 
Branches: Chicago; San Francisco; New York; 
Pittsburgh; St. Louis; Toronto, Canada 


Representative jobbers desired in every industrial center 


U-S-UNIONS 
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[t°s Inventory Time 
You're Planning for 1934 Now 
INVESTIGATE— 


COFFING HOISTS 


“THE UNIVERSAL TOOLS” 
—a “natural” for distributors if ever there was one— 
Coffing Hoists are certain to reward distributor effort 
with profitable sales during the coming year. 
Let us tell you why. 


You will be interested in complete facts on this un- 


usual line and our up to date method of distributor 
cooperation. 








Coffing Hoists 


Soundly Designed 





Simply Constructed 
One-Man Operated 
Exclusive Free-Chain Mechanism 
Unbelievably Light 
Remarkably Powerful 





1 The Electric Coffing 
Hoists. Capacities: 4, '/2, 
{ and 2 tons. Weights: 75 
to 85 Ibs. 


2 Model A—% ton. 

Weight: 14 Ibs., and Model 

Atl ton; Weight: 25 
8. 





3 Our Model F.T. C 
pets: 3 tons; Weight: 
Ss. 





™ Extremely Versatile 
- Economical 





4 Model Z—Capacity: 6 
tons; Weight: 65 Ibs. 

















No. 2 


No. 3 


No. 4 















313 E. Van Buren St. COFFING HOIST COMPANY Danville, 111 











Carry a sample Safety Belt Lacer 
with you on all calls. 
Demonstrate its advantages on all 
* calls. 
Prove the economy and utility of 
this new belt lacer to every pos- 
sible prospect. 












WAYS OF 
BUILDING 
BIGGER 
SALES 
VOLUME 















OU can add to your own earning 
power—by merely carrying one 

of these compact units with you and 

showing it to all your customers. 


Show them how easy it is to lace a 
6-inch belt in an ordinary bench vise— 
how the faces contact the hooks only, 
insuring a perfect belt lacing job with- 
out injury to the belt fibers. 

These and many other advantages can 
be demonstrated in a few minutes. 
Keep a Safety Belt Lacer handy and 
“cash in” on the possibilities a simple 
demonstration provides. 






SAFETY 


BELT-LACER 
COMPANY 


TOLEDO, OHIO 





today don’t consider their superiors 
“tough guys,” or try to alibi or do 


| most of the negative things that 
| “Sam” is harping about. 


It has been my good fortune to 
contact hundreds of industrial supply 
salesmen in the field and I have 
found that, taken as a whole, they 
are a hard-working, level-headed, in- 
telligent class of men—that is the 
type that I believe are the majority 
of your magazine’s readers. 

“Sam” has some good ideas and 
if he could stick to these and stop 
preaching, believe his work would be 
more appreciated—at least by his 
brother salesmen. 

A Reader. 
* * * 

The NRA Code Should Mesh 
Gears With the Golden Rule! 
Manufacturers can now once more 

center upon the improvement and 

perfection of his product instead of 
being forced to match pennies with 
his least responsible competitor. 


| NIRA has opened the way. 














American industry, manufacturers 
and dealers alike, see the green light 
ahead and it is to be hoped the wav- 
ing of the red lantern by the chisel- 
ers will be stopped so the path will 
be open to progress profitably. Codes 
are entered into in good faith to 
shorten hours, increase wages, to 
grapple with unemployment, to de- 
clare an end to hostile destructive 
competition. Indeed a code is a sol- 
emn compact not to engage in prac- 
tices which are unjust to labor, not 
to sell goods below legitimate costs, 
not to derive unfair competitive ad- 


| vantages at the expense of the gen- 


eral welfare. Therfore, the NIRA is 
a life-saver for industry as well as 
labor. American industry can, in 
fact must, put its house in order to 
stop the flow of red ink. 

Every dealer or manufacturer who 
sells at a price that doesn’t yield a 
fair profit to all concerned is “knif- 
ing” the entire business structure. 
Shrewd buying on behalf of the pub- 
lic is vital. Blind selling against the 
interests of one’s fellow business 
man is social suicide. 

Modern business has only four 
legitimate functions. Competition, 
for its own sake, is not among them. 
They are, perhaps, in the order 
named: 

(1) To pay profits to stockholders. 

(2) To pay good wages to em- 


ployees. 
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(3) To pay fair prices to pro- 
ducers. 

(4) To sell service to customers. 

Business that can’t or won't, in 
reasonably normal times, pay fair 


prices, wages and profits should, fol- | 
lowing the excellent example of our | 


recent New Deal in banks, be placed 
in care of what the old darky so 


happily mis-named a “Constipator.” | 


Economically, nobody profits by 
buying an article sold at a low price 
at the expense of somebody else. 


After all, to produce a profit is the | 


primary function of business, to 
plan, budget and direct so that ex- 
penses are less than income. It’s all 
a matter of management, a matter 
of knowing your costs. 

For more than three years, Am- 
erican business has been bleeding to 
death internally under the reckless 
thrusts of the price cutter who has 
scattered red ink in all lines of busi- 
ness all over the country. 

Whole industries have 
from the ruthless raiding of lone 
wolf members who smashed prices 
down, down, down, in a savage at- 
tempt to chisel business away from 
competitors at any price. 

The surest way to beat your com- 
petitor is to sell better goods for the 
money, use fairer business methods, 
be more courteous to customers and 
render better service. 
chases which go as presents, as spe- 
cial concessions to customers, do 
not benefit anybody. The customer 
doesn’t appreciate them only to the 
extent of knowing or feeling that he 
is buying as cheaply as his competi- 
tors. 

Competitors can get along just as 
well when they are both selling an 
article for 22c per yard as they can 
when they are both selling it for 18c. 
It’s only a question of having the 
same price and not having the price 
so high that it will materially affect 
consumption. 

Merchants and manufacturers un- 
doubtedly have over-estimated the 
interest of the consumers in price. 
Of course, consumers want low 
prices—that is, the lowest price they 
can get. If the merchant or manu- 
facturer makes this price so low that 
it bears no profit it’s the merchant’s 
or manufacturer's fault—not the con- 
sumers’. 

Tom Anderson, sales manager, 
Riverside Mills, 
Augusta, Georgia. 


Clever pur- | 


suffered | 





PLANNED 
SELLING 


DEMANDS ... 


That the Distributor be 
protected to the fullest 
possible degree in the ter- 
ritory in which he works. 


That the Distributor 
make a fair margin of 
profit on all items mer- 


chandised. 


A maximum amount of 
cooperation from manu- 
facturers, helping the 
Distributor to know 
where definitely to look 
for sales of product and 
pointing out the various 
ways the product can be 
used to increase efficiency 
in the various fields. 


Advertising directed to 
the particular customers 
of the Distributor and 
aimed to aid him in mer- 
chandising in his particu- 
lar field. 


A Quality product that, 
because of high standards 
of construction, enables 
the user to eliminate 
waste and make real sav- 
ings on all jobs where 
specific products are used. 


SUPER 





f 
| 


DUTY 


BRAND 





SALES POLICY—In accord 
absolutely with the ideals and 
policies of the American 
Supply and Machinery Man- 
ufacturers Association — of 
which it is a member—the 
Cleveland File Company 
merchandises its products 
only through legitimate es- 
tablished distributors. 


RESALE POLICY—We be- 
lieve the distributor is enti- 
tled to a reasonable and 
proper margin of profit. 
Cleveland File Distributors 
are securing this through the 
suggested resale limit con- 
sumer discount recommended 
by us and maintained by our 
distributors. 


FACTORY COOPERATION— 
Through a very definite set-up of 
repeated personal assistance to 
distributors, in the introduction 
of and maintenance of sales of 
files, this company co-operates 
fully in each territory for a con- 
tinued expansion of busi 





LOCAL PUBLICITY — All Cleve- 
land File consumer advertising is 
concentrated in the various terri- 
tories of our distributors and is 
pointed for direct immediate local 
reactions. Direct mail, local pub- 
lications, trade journals, etc., are 
the media used. 


QUALITY PRODUCTS —In the 
production of Super-Duty and 
Blue Star Brands, quality has 
always been the prime incentive. 
Through constant research and 
devel Pp t “Ch land File” is 
ever increasing the usability, effi- 
ciency and value of their products. 





CLEVELAND'S 
5 POINT POLICY 
ASSURES ... 


1 


The CLEVELAND FILE CO. 


3400 HAMILTON AVE. 


CLEVELAND, OHIO 








Manufacturers Tell Us »». 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 
































Republic Rubber Sales Meeting 

The sales force of The Republic 
Rubber Company was called to 
Youngstown for a sales meeting on 
Tuesday, October 24. The confer- 
ence consumed days and evenings un- 
til Friday, the daily sessions begin- 
ning at eight o’clock in the morning 
and the evening meetings breaking 
up at ten-thirty. 

Tuesday morning was given over 
to plant inspection. The afternoon 
meeting was conducted by H. W. 
Croysdale, vice-president in charge of 
production, who brought before the 
salesmen the men in charge of devel- 
opment work, production, costs, pur- 
chasing, engineering, shipping and 
credits. 

Starting early Wednesday morning 
the meetings were in charge of H. P. 
Schultz, sales manager, the subjects 
discussed being strictly along the lines 
of merchandising and company poli- 
cles. 

Tuesday evening O. S. Dollison, 
vice-president in charge of sales, gave 
a dinner at the Youngstown Club for 


all the key men of the company. This 
meeting was addressed by A. A. 
Garthwaite, president of the Lee Tire 
and Rubber Corporation and W. W. 
Benner, vice-president in charge of 
production for the Lee Corporation. 

This conference was held just 10 
years after the Lee Tire and Rubber 
Corporation acquired Republic and 
the latter company announced its dis- 
tributor policy. 


* * * 


Approved Ladder Code Recog- 
nizes Distributors 
The Code for the Ladder Manufac- 
turing Industry, approved on Novem- 
ber 8 by the President, classifies mill 
supply houses as “retailers” but 
states, “The following classes of re- 
tailers may be distinguished from reg- 
ular retailers for the purpose of es- 
tablishing prices and/or discounts ; 
mail-order houses, chain stores, de- 
partment stores, cooperative associa- 
tions of dealers and mill supply deal- 
ers.” 
In the first draft of the Code, mill 


supply houses would have been classi- 
fied as retailers but no exception was 
made as to prices. 

The Code calls for the preparation 
of a list of jobbers by the Code Au- 
thority, to be distributed to all known 
members of the industry. This list 
is to be built up from the recommenda- 
tions of manufacturers and kept cur- 
rent by the Code Authority. 

o- * 


Columbus-McKinnon Changes 
Representatives 

D. S. Brisbin, vice-president in 
charge of sales of the Columbus-Mc- 
Kinnon Chain Corporation, Tona- 
wanda, New York, has announced the 
appointment of Harry H. Jarrett of 
Atlanta, Georgia, as sales representa- 
tive in the southeastern territory for 
the Columbus-McKinnon line and 
also for the Chisholm-Moore materi- 
als handling equipment. 

Mr. Jarrett fills the vacancy created 
by the transferring of O. H. Hager 
to another territory. These changes 
were effective November Ist. 
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Sales force of the Republic Rubber Company: Standing, left to right: J. C. Kearns, N. M. Grove, H. H. Sprinkle, F. H. Howard, J. F. 
Vogt, J. J. Chamblee, W. E. Barnard, M. W. Clark, J. P. Bird, assistant manager, mechanical sales, S. R. Colucci, C. P. Nolte, G, J. 
Wyrough, E. J. Schwartz, A. W. Carriere, G. L. Smith, J. H. Vandawarker, C. W. Stanton, C. R. Conklin, H. F. Morneweck, assistant 
manager, mechanical sales. Seated: R. M. Gattshall, manager, distributor sales; H. P. Schultz, manager, mechanical sales; O. S. Dollison, 
vice-president in charge of sales; H. W. Croysdale, vice-president in charge of production; C. H. 


development manager. 





Zieme, service engineer; and A. Brill, 
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E. A. Grobet, president of the Grobet File 
Corporation of America, recently returned | 
from Switzerland, where he visited the com- | 
pany’s manufacturing headquarters. While | 
in Europe, Mr. Grobet traveled on business 
in some of the more important countries on 
the continent and it is his observation that | 
despite some of the political changes, the 
business picture is much brighter. 





Flexible-Rigid Rule Patents 
Sustained | 
According to information received | 
from The Stanley Rule and Level | 
Plant, New Britain, Connecticut, the 
patents held by Hiram A. Farrand, 
Incorporated, for flexible-rigid rules, 
under which The Stanley Works is 
licensed, were sustained by the Hon- 
orable Marcus B. Campbell, Senior 
Judge of the United States District 
Court for the Eastern District of New 
York on October 27, in the case of 
Hiram A. Farrand, Incorporated, and 
The Stanley Works against a prom- 
inent chain store. | 
Defendants in the case were not 
only ordered to cease selling the rules 





in question but to deliver up for de- To 
struction all infringing rules in their | 
possession. BELMONT 
x *x * 
| DISTRIBUTORS 


Republic Rubber Starts Con- | 
sumer Campaign 

The first four of a series of ten 
pieces of advertising copy directed to 
consumers by The Republic Rubber 
Company in behalf of its distributors, | 
have been prepared. The series will 
describe fully the manufacture of me- 
chanical rubber goods from the crude | 
materials to the finished product and | 
will point out the care which is taken | 





See if your salesmen 

have received their 

Belmont Sample Kit. 
If not, write us. 


IMPORTAN 


SALES HELPS 
for BELMONT DISTRIBUTOR 


SALESMEN 











The Belmont Plan of distributor co-opera- 
tion WILL help your salesmen sell packings. 


1—The Belmont sample KIT of packings is 
furnished to every one of your salesmen, 
it contains a convincing array of evidence 
of the QUALITY of the Belmont line—A 
sales help in compact form—small enough 
to fit the pocket — BUT — containing a 
sample of each of the Belmont major 
types, to show to your customers. 


2—The NEW Belmont Catalog No. 33, 
shows the complete Belmont line, together 
with Packing service information and rec- 
ommendations. 


Many other features are included in 
the Belmont Plan of distributor co- 
operation. 


If you are not a Belmont distributor 
write us about this PLAN that has 
been built for YOU, 


THE BELMONT PACKING & RUBBER COMPANY 


Butler & Sepviva Streets 


Philadelphia, Pa., U. S. A. 


“There is A ee on For Every Service” 








to insure high quality. 
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DISTRIBUTOR: 
ACCEPTANCE | 


Beyond Our Greatest, 
Expectations for 


The New POWER KING: 


for the heaviest loads} 


=... 


« 





The New POWER BO 


for average loads 


| Armstrong-Blum Manufacturing Company, 
| Chicago, 


more. 


Skilsaw Inaugurates Selling 
Campaign 
Incorporated, 


Skilsaw, Chicago, 





mum cooperation between the manu- 
facturer and the distributor’s sales- 
men and which ties in very closely 
| with the presentation on planned and 
| selective selling which appeared in the 
October issue of MILL SuPPLIEs. 
In general, 
tensive 


The reception ac- 
corded these marvelous new rail- 
way track tools by distributors 
everywhere has been little short of 
amazing. The intrinsic merits of 
the Power King and the Power Boy 
—and their salability—are quickly 
seen by distributors, who recognize 
in them real volume builders and 
profit producers for 1934. A sur- 
prisingly large number of distribu- 
tors are already stocking and push- 


contacting by distributors’ 
salesmen using prospect cards fur- 
nished by the manufacturer. These 
cards are forwarded to the latter, 
who then follows each prospect with 
a definite mail campaign, attempting 


ing these two new lines. to schedule demonstrations for the 
| distributors’ salesman. 
Ask now for complete information ‘ ‘ 
on the Power King and the Power 


Boy and their firmly established 
running mates— 


New 1934 Bonney Wrench and 


THE BADGER Tool Catalog 
CAR MOVER Jonney Forge and Tool Works, 
THE NEW BADGER | Allentown, Pennsylvania, has issued 
__CAR MOVER — | its 1934 Wrench and Tool Catalog. 


ae This catalog, 
and 


Number 34, describes 
illustrates Bonney’s line of 
wrenches, as well as its lines of screw 
| drivers, chisels and punches, hammers 
| and similar tools. 

A ready 


THE ADVANCE 
SAFETY CAR WRENCH 








ADVANCE CAR MOVER CO. 
APPLETON, WIS. 


Canadian Advance Car Mover Co. 
Welland, Ontario, Canada 


reference system is used 
| and net prices are shown throughout. 
| Much data which is generally useful 
| to salesmen and mechanics is given 
| throughout the catalog. 


























| These hack saw manufacturers surely get | 
| around. Here’s one, Harry Blum of the | 


snapped on the streets of Balti- | 


has introduced to its distributors a | 
plan of selling which calls for maxi- | 


the plan calls for in- 





'STOP-— 
and INVESTIGATE 


In studying the merits of 
your lines, stop when you 
come to Hack Saw Blades, 
and investigate— 


THE 


BARNES 


~—_—" 


RED ARROW 
| LINE 


Barnes Red Arrow Blades 
form one of those lines which 
will stand on their merits— 
| and fit in perfectly with any 
| modern profitable distributor 
set-up. Play fair with yourself 
| by asking now for all the facts 
| about this fine line and the 





| distributor plan that backs it. 


|| W.O. BARNES CO, INC. 


| 1297-1309 Terminal Ave. 
DETROIT, MICH. 


AND LEADING JOBBERS EVERYWHERE 
} 














Precision Ball and 
Roller Bearings by McGill 


The automotive roller bearing below consists of 
bronze retainer, steel rolls, and an outer raceway 
assembled as a unit and a separable inner race- 
way... These roller bearingsin many places are 
supplanting ball bearings and the hollow flexible 
roll type roller bearings. . . McGill bearings are 
used extensively where quality and workman- 
= are paramount considerations. .. Consult 

a member of Our Technical Staff. Our expe- 
rience may be valuablein helping yousolve your 
bearing problem. Our factoryis ideally comegee 
to manufacture any special bearing. Our New 
Catalog No. 12 will be mailed you upon request. 








(PACGILL» 


MANUFACTURING 
Precision Ball and Roller eee 


VALPARAISO 
Box No 


INDIANA 
669 








UMI 














DECEMBER, 1933 





MILL SUPPLIES 





Morse Chain Acquires Kelpo 
Clutch 
The Kelpo free-wheeling or one- 
way industrial clutch has been ac- 
quired by the Morse Chain Company, | 
division of Borg-Warner Corpora- 


tion. This clutch has been a product | 


of the Kelpo Clutch Company, of 
Rockford, Illinois. In the future, it 
will be manufactured at the Ithaca 
plant of the Morse Chain Company 
and will be sold by Morse Chain Com- 
pany representatives. 


Fred M. Potgieter, formerly presi- 


dent of the Kelpo Clutch Company, 
has joined the Morse organization. 
* * x 


Cleveland Twist Drill Line for 
Baldwin-Hall 
The Baldwin-Hall Company, Syra- 
cuse, New York, is now distributing 
the line of the Cleveland Twist Drill 
Company, Cleveland, Ohio. 
*x* * * 


Plymouth Cordage Introduces 
Rope Sales Service 
The Plymouth Cordage Company, 
North Plymouth, Massachusetts, has 
announced a new display feature for 


exhibiting rope and facilitating its 


sale. 
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With this device, rope, stored in 
its customary place in the basement, 
is brought up through the floor as 
shown in the illustration. 

Two innovations incorporated in 
this novel device are an accurate 
measuring device and a rope cutter. 
To measure, the rope is pulled through 


a gage, the footage registering on the | 


dial shown at the left. 


>> PORTER, 




























HKP 


You can do more work and better work with less effort when you 
let these. powerful tools multiply man power. Cut a 34” bolt or 
a 54” rod; split a "frozen" nut; go 
through a 54” cable or a piece of |'/2 
x 9/32” strap or flat stock. Any one 
of these operations in thirty seconds 
or less with a Porter portable two-hand 
cutting tool. Small size to fit a tool 
kit. Giant size for big jobs. Special 
jaws cutting at side, at end, or at an 
angle. 






























































Ask any good Hardware 
Jobber or write directly to us 
for circular and price list. 













H.K.PORTER. INC. £VERE77. MASS. 













































MADR IN 8 OF AMERICA 


STEEL BELT 


Alligator Steel Belt Lacing holds the belt in a —— 
vise-like compression grip. Prevents ply separa- 
tion at belt ends. The smooth, flexible joint is 
reliable in service and has great surplus strength. 





UNITED STATE 





ALLIGATOR 

Combines the efficiency of an endless belt and 
the convenient take-apart feature. In general use 
on light, medium and heavy belts of all types. 
Made also in monel metal. Eleven sizes. You 
can recommend it “blind.” 


Flexible Steel Lacing Company 
4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C. 2 





| 
Only a 


Hammer 





Needed \% SLOT LEISM 
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INVENTORY TIME 


Is the Logical Time 
to Find Out Why— 


DESMOND 


DRESSERS AND CUTTERS 


and 
SIMPLEX STEEL SLIDE VISES 


will produce real results for 
you in 


1934 


dially solicit 
your inquiry 





SIMPLEX UTILITY VISE 


One of the fastest movers in 
the Simplex Line of Machin- 
ists’, Combination Pipe and 


Utility Vises. facts. 


a7 
e 
DESMOND HEX DRESSER 


For a quarter century we have been the head- 
quarters for all types and sizes of dressers 
and cutters. 


The 


DESMOND-STEPHAN MFC. CO. 


URBANA, OHIO 





















Pr . wy . Pa 


Lo SY, 


TOUGH GOING? 


Weather and track conditions at 
this time of year conspire to bring 
out the best that is in a car mover. 
The ATLAS welcomes these try- 
ing assignments because it is built to 
stand up under abuse. You can con- 
fidently recommend it to your cus- 
tomers. 


ger 
Wi. 


car 
OBERRRR 4 
er QS \ 


* 





you are not now handling 
ATLAS, ask for complete len 
formation, including our fine 
distributor arrangements. 


APPLETON 
CAR MOVER COMPANY 


Appleton Wisconsin 








| 
We cor- 


for complete | 





Lloyd Weber, advertising manager, and | 


E. M. Schoemmell, Philadelphia district 

manager, Osborn Manufacturing Company, 

are waylaid on the streets of Baltimore by our 
demon photographer. 





J. F. Rawls Traveling South 
for Quaker City 


John F. 


mond Rubber Company and 9 years 
with the Mechanical Rubber Com- 
pany, is covering the southern states 


for the Quaker City Rubber Company | 


with headquarters 
Louisiana. 


in Shreveport, 





| + + + 


New Catalog on Flexible 
Couplings 
A new illustrated catalog has been 
completed by Link-Belt Company, 
| Indianapolis, on flexible shaft- 
| couplings. Three different types are 
| tabulated and priced, with special em- 
| phasis on type “RC” which employs 
| Link-Belt Silverlink roller chain for 
| flexibly connecting the two toothed 
| coupling halves. Both revolving and 
| stationary types of automatic-lubri- 
cating casings are included. 
The selection of the right coupling 
| for the work is made easy by a series 
of conveniently arranged tables. 





| 


o* of * 


Manufacturers’ Representatives 
Seeking Lines 

A firm of manufacturers’ represen- 

| tatives, already handling several repu- 


and operating out of New York City, 
are seeking other lines to handle on 
the same basis. These men are engi- 
neers as well as salesmen and have 
facilities for carrying a New York 
stock. Both have been in this terri- 
tory for many years. Address in- 
quiries to Sales Promotion Manager, 
MILL SUPPLIES. 








Rawls, whose past experi- | 
ence includes 15 years with the Dia- | 


table transmission and conveying lines | 





Start the New Era of Business right by 
offering your Trade Quality Machines 


FLEXIBLE SHAFTS 


AND 


EQUIPMENTS 
THAT PRODUCE RESULTS 


SEVENTY-FIVE TYPES AND 
SIZES 


ly TO 2 HP. 
VERTICAL AND HORIZONTAL 


BALL BEARING 
MACHINES 





| 





| 

| 

| 

| THE DEMAND 
NOW IS FOR 

| QUALITY 

MACHINES 
| 


Our new Catalog is ready 
Send for copy 


N. A. STRAND/&'CO. 
5001 N. LINCOLN ST., - CHICAGO 


a 


| whecounraer 














Red Shield” 
HIGH SPEED 
DRILLS 


For High 
Speed Production 





e RedShield” in ac- 
tual color is stamped 
on each drill 











THE STANDARD TOOL (0. 


CLEVELAND 
| New York: 94 Reade St. | 


Chicago: 552 W. Washington Bivd. 
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W. H. Ottemiller, president of the company 
bearing his name in York, Pennsylvania. The 
many personal friendships among industrial 
distributors which Mr. Ottemiller has made 
in his 25 years of manufacturing screw prod- 
ucts are valued by him even above the growth 


of his business. 





Tube Turns Appoints Great Lakes 


Tube Turns, Incorporated, Louis- 


ville, Kentucky, manufacturers of 
seamless, uniform wall fittings for 


pipe welding, has appointed the Great 
Lakes Supply Company, Chicago, as 
a distributor of its products. 

. a*s 


New Strand Catalog 
A new 64-page catalog, covering a 
new ball-bearing line of flexible shaft 
machines and several new attachments 





of value to the manufacturing indus- | 


tries, has been issued by N. A. Strand 
and Company, Chicago. 
a 


Vonnegut Reports Large Increase 
on Carborundum Line 
Sales of Carborundum abrasive pa- 
pers and cloths by 
Hardware Company, Indianapolis, 
are showing an increase of approxi- 
mately 50% over last year. 








R. A. Walling, right, of Ingersoll-Rand, is 
showing A. A. Fuchs, left, and F. J. Mc- 


the Vonnegut | 


Donnough, of the Fuchs Equipment Com- | 
pany, Omaha, the flapper valve on a pneu- | 


matic riveter. That name sure commands 


interest. 


NRA © 


MEMBER 







The Cyclone Electric 
Chain Hoist is ** profit 
insurance’ onthe 
production line. Pro- 
vides swift, eflicient 
handling at lowest 
cost per dollar invest- 
ed... Anideal replace- 
ment unit for worn- 
outand obsolete hand 
and electric hoists. 


For Any Hoisting Ser- 
vice... 19 Anti-Fric- 
tion Bearings.. Upper 
and Lower Safety 
Limits . . . Magnetic 
Brake . . . Accurate 
Control... Gyrating 
Yoke Action... Long 
Life Chain... Grease 
Bath... Economical 
Operation, 


CHISHOLM-MOORE HOIST CORP., Tonawanda, N. Y 
(Division Columbus-McK innon Chain Corp.) 


EVERY PLANT IS A PROSPECT—SELL MODERNIZATION 


eee ; soni 


€ HAIN ae 


ELECTRIC HOISTS 
TROLLEYS CRANES 














SALES MANAGERS and SALESMEN 


This is one of a series of advertisements appearing in 
leading publications telling your customers the story of 
Hand-ee Grinders. Are you prepared to give demon- 









strations? Ask for new catalog sheets. 
HAND-EE 


HI-POWER 



















Meets Modern Production Needs for 
Grinding Speed, Efficiency, Better Work, 
Lower Cost. Has Solved Hundreds of 
Difficult Grinding Problems. | 





Clean, rounded edges and cor- 
ners make better steel drawing 
dies. A HAND-EE is the ideal 
tool for this exacting work. 
Remarkable savings are being 
accomplished in many branches 
of industry with this Grinder. 
It has a multitude of applica- 
tions. A highly efficient Grinder, 
Buffer, or Polisher right at the 
bench or job. Built to stand 


pattern, die and welding operations. Weighs only 
3 pounds. Universal motor A.C. or D.C. 110 V. 
Speed of 17,000 R. P. M. without load. 


Ask your ‘supply house for a demonstration, or 
acceptour Five Day trial offer. Free booklet gives 
details and shows 100 shapes of wheels available. 





ONLY $35.00 F. O. B. CHICAGO 
Model B, HI-POWER HAND-EE GRINDER. Complete 
with 3 wheels (shapes as specified) in a special con- 













continuous production work. 
Has no equal in tool room, 


CHICAGO WHEEL & MFG. aot 


paaieeneiad Wheel Engineers Since 1895 


tainer with wrenches and dressing stone. ORDER TODAY! 











112 S. Aberdeen St. 
CHICAGO, ILLINOIS 
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Great Belts 
Will Sell 
For You in 


1934 


ENUINE HETTRICK 
Stitched Canvas Belting 
MALABAR 


For Conveying and Elevating 
and 
HETMACO 


The New Transmission Belt 








+ 
H 
E 
Ss 
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A great belting replacement market 
will bring profits to you next year if 
you are prepared to give real belting 
service. 

You can't make a mistake by stock- 
ing and selling Genuine Hettrick, Mal- 
abar and Hetmaco. Your customers 
will "see the difference.’ And so will 
you—in sales and profits. 

It's inventory time—the right time 
to investigate our modern lines. Write 
for complete information. 





HETTRICK MFG. Co. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 

















Bolt and screw 
buyers prefer to 
stick to ON E 
line that is com- 
plete enough to 
provide for their 
varied needs 





_ that’s 


Ottemiller 


—and in quality 
and 
dimensions, 

miller seeks 
place. You 
have to apologize 
for anything Otte- 
miller makes and 
ships. 











We also sell 
Dardelet Thread 


Screws 


OTTEMILLER. 


COMPANY 
York, Pa. 


uniformity in | 





to Gates Rubber Company 

The Allis-Chalmers Manufactur- 
ing Company, Milwaukee, Wiscon- 
sin, has announced that a license 


| under United States Letters Patent 
| No. 





1,662,511 relating to power 
| transmitting mechanism, commonly 


known as Multiple V-Belt Drive, has 


| been granted to the Gates Rubber | 


Company, Denver, Colorado. This 
license is similar to those recently 
| granted to a group of belt and sheave 


manufacturers. 
* * * 


| New Brochure Reproduces Cen- 
tury of Progress in Colors 

| The American Asphalt Paint Com- 
| pany, makers of Valdura products, 
| has announced that their 
chure “Color and Protection” is now 
ready for distribution. This is a 
| book of authentic water-color illus- 
trations of “A Century of Progress.” 

Having been awarded the contract 
to furnish and apply the paint for 
all major World’s Fair buildings (in- 
side and outside), this company is 
especially interested in making their 
book an authéntic report of the pro- 
| gress of color in industry. 

The Fair management has credited 
this book as being the only reproduc- 
tion of the genuine flat color effects 
as designed by the late Joseph Ur- 
ban. It is printed in 13 water-colors, 
silver and gold, and contains 35 of 
the finest reproductions of the actual 
colors vet created. 

You can obtain a 


new bro- 





copy of this 


beautiful 16 page souvenir book free | 


by writing, on your company letter- 


head, to the American Asphalt Paint | 


Company, 43 East Ohio Street, Chi- 
cago, Illinois. 
| * * * 


By Hygrade Lamp Sales Head 
A strong note of 
struck by S. N. Abbott, who heads 
'the Hygrade Lamp and Sylvania 
Tube sales for the Hygrade Sylvania 
Corporation, with regard to business 
| revival. 
“There is a fine spirit in evidence 
throughout the nation,” states Mr. 
Abbott. “Conditions have improved 
tremendously, except in one or two 
places where crop conditions have 
| been extraordinarily bad. Consumer 
| buying seems to be improving gen- 
erally over the entire country, and in 
| many sections toa surprising degree.” 


optimism is 


Allis Chalmers Announces License | 


General Business Revival Reported | 











REPEAT 
BUSINESS? 


You’re sure of it if 
you sell— 


ROCKFORD 
‘SCREW PRODUCTS 





| For Rockford screws, 
| bolts and nuts have a per- 
|formance value that 
causes industrial users to 
insist on them once they 








have been given a trial. 
When you're taking in- 
ventory this month, and 





‘WE 00 OvR PaRT 








giving thought to new— 





|and better—lines for 1934 
sit down and write us for 
all the facts. 

® 


Rockford cap screws are 
accurately and «yd 
made from .30-.37 C 


ar- 
bon Normalized — 


on the most modern 
chinery. 





ROCKFORD SCREW PRODUCTS CO. 
ROCKFORD, ILL. 


Railroad Ave. at Ninth St. 

















PRODUCTS 


Prove their superiority at the 
point of the soldering iron. 
They prove best by the user’s 
own test. 





RUBYFLUID SOLDER- 
ING AND TINNING 
FLUX 


—a favorite with metal work- 
ers for 26 years. No fumes, 
no corrosion, safe. 


RUBYFLUID ACID 
CORE SOLDER 


—tontains genuine Rubyfluid 
flux — smooth flowing, non- 
sputtering. Made from the 
best pure metal. (A __new 
; emma Also Rosin 
ore. 





RUBYFLUID SOLDER- 
ING PASTE 


—Another new product, red 
ae " like Rubyfluid. Its 





this field No 
fumes, no  corro- 
sion. 

2 


it’s easy to visualize the universal mar- 
ket for the 3 Rubyfluid products. 


Write for free samples and other facts. 


THE RUBY CHEMICAL CO. 
70-76 McDowell St. Columbus, Ohio 
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Johnson Bronze Bulletins 

Two new bulletins, Number 339 on 
phosphor bronze bushings and Num- 
ber EM-4 on electric motor service 
bushings, have been issued by the 
Johnson Bronze Company, Newcas- 
tle, Pennsylvania. 

Number 339 gives standard stock 
sizes and list prices on bushings, oil 
grooving, bar stock, solid bronze bars, 
hexagon bronze bars, graphited bush- 
ings and graphited bars. 

Bulletin EM-4 lists bushings under 
various types of electric motors. 

x * x 
Why We Kept Our Sales Force 
Intact All Through the 
Depression 
(Continued from page 6) 
industries, utilities and city, state 
and public works continued to op- 
erate at a faster pace than the aver- 
age industrial plant. The reason for 
this is apparent when we stop to 
realize that people can forego lots of 
things but in order to live, they must 
eat. By the same token, they must 
continue to use light, gas and heat. 
This is why we have been especially 
active in soliciting business from 
public works’ plants, utilities, can- 
neries, dairies, packing plants and 
other food industries. Because we 
have maintained our sales staff at 
pre-depression levels we were able to 
give these customers even better sales 
service than they were accustomed to 
getting and this fact has naturally 
strengthened our position with them. 
As a matter of fact, cutting down 


the quality of service rendered even | 


though there is the logical excuse of 
shrinking volume to back up such ac- 
tion, is a mighty dangerous proce- 
dure for any industrial supply dis- 
tributor to follow. By so doing, a 
distributor not only weakens his own 
position but that of the industry as 
a whole. 

Maintaining sales and _ service 
standards of high quality undoubt- 
edly has cost us money during the 
lean years through which we have 
just passed, but we are confident that 
the seeds of good-will which we have 
planted will bring and keep on bring- 
ing bumper crops in the not too dis- 
tant future. 

During this recent depression 
period, in addition to maintaining our 
sales and service standards, we did 
not allow our stock to become de- 
pleted to the extent that we were un- 
able to serve our customers on their 





Met. 


Now Sells More Electric 
Screw-Drivers, Nut Run- 
ners, and Screw-Driving 
Attachments Than All the 
Other Electric Tool Manu- 
facturers Put Together. 








INDEPENDENT PNEUMATIC TOOL CO. 
600 W. JACKSON BLVD. 


NEW YORK 


CHICAGO, ILL. 





The progressive industrial dis- 
tributor considers these factors 
when selecting his “key lines”. 
He centers his sales efforts on 
“profit lines”. That is why 
DUMORE Electric Tools are se- 
lected by so many distributors. 


The DUMORE line of electric 


| Grinders, Drills and Flexible 


Shaft Tools will again be a 
“profit builder” in 1934. 


THE DUMORE COMPANY 


101 Sixteenth St. 


Racine, Wisconsin 








ee 8 Fee's . 


-*" GRINDERS '°* 








— 





ene * | 


The grinder illustrated is the 
Dumore No. 5, 12H. P. Spindle 
speeds, 4,000 to 35,000 R.P.M. 











SAN FRANCISCO 


WHICH 1S PREFERABLE? 


Large Volume with Little or no Profit or 
Smaller Volume with an Adequate Profit 


rc - - . . WII 
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requirements of standard items. We 
endeavored all during this period to 
maintain a well-balanced, compre- 
hensive stock of goods that enabled 
our customers to continue to secure 
their requirements from us during 
this period as well as they had in the 
years prior. Therefore, when the in- 
|creased demand for supplies came 
during the early months of the past 
summer, we were in a position to 
take care of it from our stock. 


In 1934 


Continue to 
recommend and sell 


VEELOS 


Genuine Balata Belting 
The best all around belt for 


driving, conveying and elevat- || 
| 
| 





“— Waterproof, weatherproof, We feel that we have demon- 
steamproof, sanitary and dur- 


an | strated to the various industries 

: : | which we serve that we were depend- 
oe aa ped ge oagg jable from the standpoint of service, 
par Ee re Ramee or ae ae quality, and financial responsibility 
for industrial purposes. | during the dark days of the past four 
Our HEMEK Canvas-Stitched || 2°2"S just as we were during the 


iy . prosperous era preceding this period 
Belting is very efficient on tough || 44 will be in the better days ahead. 
and heavy conveying, elevating 


and transmission jobs. | xk * * 


A Salesman Checks Up On 
Inventory Systems 
(Continued from page 12) 
| Machinery and package stock, which 
|cannot be placed in bins, is known as 
“floor stock” and a cross-reference 

| prevents it being overlooked. 
| Suppose the reader calls an item 
;not shown on the sheet. The writer 
| knows at once that here is something 
| not carried last year and he inserts it. 
| Right here is another good feature— 
spaces are left by the typists so that 
these items can be inserted in their 
| proper order, not out of place at the 
bottom. 

When a new line is added during 
the year a set of sheets is made up 
|from the first stock order and the 
/new “case” is all ready for the next 
|inventory. Again it is necessary to 
rearrange certain stocks; when this 
| happens later confusion is avoided by 
an immediate rearrangement of the 

sheets covering the items involved. 
Marvel Hack Saw) = Nfodus operandi: All stock has 
Blades and Hole 
Saws have cutting| been counted and tags hung on the 
edges of genuine| bins. It is now November 25, 26 
high-speed steel... 27 as the case may be, three days 


welded to bodies of t ‘ - i 
tough, special steel. | being allowed for write-up. The ex- 


Be sure to have the latest prices 
and discounts and get your 
share of the available business. 


Manheim Manufacturing 
and Belting Company 


Manheim, Pennsylvania 

















With 
MARVEL 


HIGH-SPEED-EDGE HACK 
SAW BLADES AND HOLE SAWS 
you sell a line 

—proved by performance! 


and that makes your sales work 
so much simpler—and surer. 








They are accurate. | 





able. salesmen are in to help. 

Case Number 16 is being taken. 
The items and quantities are read 
off and entered on the sheets. As 
each call is completed, the tag is torn 

holds real possibilities for you. off the bin and thrown on the floor 
ARMSTRONG-BLUM MFG. CO. |—the absolute finish of that item. 


« : ps re ‘ 
Fhe Back Saw People |No errors here, because the writer 
353 N. Francisco Ave. 


CHICAGO, U.S. A. | | . 
\is constantly on guard. He is able 





Look into the Marvel line. It 








They are speedy.| ecutives in charge of inventory have | 





They are unbreak.|@Ppointed floor leaders and all the | 





300% MORE CUTS 


FROM EACH BLADE 






























OBODY sneezes 

at economy 
these days—and 
300% more pipe 
cuts is real saving. 
But the RIGaip 
gives you more 
than economy— 
much quicker 
cleaner cuts and 
far less chang- 
ing of cutter 


RIFAID Cuts blades. And it 


Pipe with a Blade p — -nlgge ll 
—not with a wheel cutters. 


That's the secret—a 
tool steel heat-treated 
blade held on a solid 
hub, a better cutting tool 
than can be made any 
other way. Note also that 
the cutter housing is steel 
reinforced and flatly guar- 
anteed against breaking 
or warping. Altogether a 
nicely balanced slick-work- 
ing tool. And a fast and 
profitable seller. 


THE RIDGE TOOL CO. a 
ELYRIA, OHIO, U.S.A. 


RiFaIb> 


PIPE TOOLS 


IR, 


wt be ove mar 











DISTRIBUTORS— 


We extend our congratulations 
on your improved opportunities 
under the new set-up 


and 


may we call 
your attention 
to the merit, 
salability and 
profit possi- 





Every Vineent Cut- —-ilities of 
Count Them. 
GENUINE 


HUNTINGTON 


Grinding Wheel Tools 


SCIENTIFICALLY HEAT TREATED 


Genuine Huntington dressers and 
cutters are what your customers use 
and want. 


Vincent tools require no extra selling 
effort. They have been standard in 
the grinding trade since 1909. 


The 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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Sell Our 10,000 
Size at $180.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 





or 3 ”, A ”, 6 ”” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 











BUSINESS COMING! 


To shops ATLAS LATHE Equipped 
to Handle it Efficiently. Tool-Room 
Accuracy. $79 cash, or Easy Terms 
Shops and factories are beginning to tool 
up for business. An ATLAS 9” Lathe will 


pay for itself very quickly—to replace 
heavy expensive equipment . . . to do 
y F quip 





light jobs with power economy . . . to 
handle small lathe jobs in garages and 
machine shops. 


Y 






Atlas Lathe 
9” Screw Cutting 


LR. 


Made by manufacturers of the famous 


ATLAS ARBOR PRESSES J 


wt oo ova mat 


You know that means quality. The price 
is right. $79 complete as illustrated, less 
motor. 18” between centers (also larger 
sizes). Modern-design in every way. A 
real quality lathe sold with a two weeks’ 
trial and money back guarantee. Easy 
terms. Write for free catalogue of lathe, 
tools, and attachments. 


Write for free catalogue 


ATLAS PRESS COMPANY 
1840 Pitcher St. Kalamazoo, Mich. 








to do this by being relieved of a lot | 
of writing. He has only to jot down 
the quantity. No part of a case can 
be overlooked because he knows just 
how many sheets he should have in 
the group—it is noted on the first 
of the numbered sheets. 

After the case is completed, the 
writer multiplies the quantity by the 
list price, extends the total and goes 
no further. It is stipulated that, if 
the price is per dozen, hundred or 
thousand, the quantity must be en- | 
tered accordingly, another safeguard 
against errors. 

The second man, or reader, then | 
gets the sheet. He checks, figures 
the discount, extends and makes the 
addition. The sheet then returns to 
the writer for double checking. This | 
means a complete and thorough job, | 
and, in case of error, only one cor- | 
rection is needed and the extra work 
of erasing all down the line is elim- 
inated. 

The list prices and discounts hav- 


| ing been checked and corrected be- 
| fore the inventory, the only remain- 


. ° ‘ | 
ing operation is the recap sheet. | 


This, also, is simple, each case or line 
being listed in order showing the to- | 
tal value in dollars and cents. When | 
this is added, the grand total is ob- | 
tained. All this comes from three 
pieces the tag on the bin, the item- 
ized inventory sheet and the recap, 
which gives both the current and last 
year’s totals. 

The keynote of this system is a 
steady and orderly completion of the 
entire job without a lot of useless 
back-tracking, no shuffling and re- 
peated handling of a mass of loose | 
sheets or cards, no frantic searching | 
for missing records, no uncertainty. | 
just romp through their. 
stock when everything has been pre- 
pared in this way. The auditors who| 
check their books have not been able | 
to turn up a single mathematical er- 
ror in five years. 


They 


I'll be in the office next Monday 
and will be glad to give you any fur-| 
ther dope that I can on this. Am| 
enclosing a complete set of sheets | 
for one “case.” 

I simply can’t get over how oblig- | 
ing the people in our business are. | 
Somehow, I always thought they | 
would be the toughest men in the | 


world to approach. 


Best regards, 
Jack. 


GaileNcie) 


RAWHIDE 


MECHA NICAL 
L 2 ALT 82S SS 


Leather Packings 
Oak, Krome, Retan. 
U Leathers 

Pinions and Gears 
Rawhide, Fabroil, 
Micarta, Textoil 

Hammers, Mallets, Mauls 
Made from carefully 
seasoned, hard Rawhide 


Leather Belting 


Bakelite, 





Cup, Flange and 


Formica, 


selected well- 


Oak, Krome, Kromoak, Rawhide, Flat, 


Solid Round and Twist 
Belt Lacing 


Rawhide, Indian Tan, Chrome, Side 
and Cut Lace 

Rawhide Belt Pins 
Hard, Round Twisted Pins for belt 
hooks 


Rawhide Hydraulic Packing 


Made from mechanically tanned, fully 


lubricated Rawhide 


® Mechanical Leather Specialties 
Straps, Hand Leathers, Aprons, Wash- 
ers and all types of leathers for me- 


chanical applications 


it Pays a distributor to 
have a complete line of mechani- 
cal leather products of quality. 
Practically every factory and mill 
affords sales opportunity for one 
or more of the various items com- 
prising the complete line manu- 
factured by The Chicago Raw- 
hide Mfg. Co., since 1878. Write 
today for complete information. 


CHICAGO RAWHIDE MFG. CO. 


1301 ELSTON AVE CHICAGO, ILL 


Breaches 











52 


MILL SUPPLIES 





THE HANDS 


that determine 
low cost production 





Brown & SHARPE | 
Toots 


Most manufacturers agree that 
the standard of accuracy main- 
tained by the constant use of 
Brown & Sharpe Precision Meas- 
uring Tools is what they need for 
quick, accurate fitting of compo- 
nent parts which results in low 
cost production. 


This ready acceptance of Brown 
& Sharpe Tools gives Brown & 
Sharpe Dealers a decided “edge” 
on the precision tool business. 


Don’t overlook the fact that in- 
creased employment means an in- 
creased need for mechanics’ small 
tools. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


[|BS 


Brown & SHARPE 
Toots 


“4World’s Standard of Accuracy” 





Index to Advertisers 











A M 
Advance Car Mover Co............. 44 | McGill DS CMs 6h sacaecanginedeless 44 
Allen Mfg. Company, The.......... 26 Manheim Manufacturing and Belting 
Appleton Car Mover Company...... 46| Company .......-..-eeeee seen 50 
| Armstrong-Blum Mfg. Co. ......... 50 — Brush Manufacturing Co., we 
i ute pia dW emaliieie ations anceierae chs ¢ 
Armstrong Bros. Tool Co Baar ge ernie 31 Morse Twist Drill & Machine Com- 
Atkins and Company, E. C........-. 32 SEY -nSskadshacueunedanevenees 27 
Atlas Press Company. .... 2.00.00. 51 
B oO 
Barnes Co., Inc., W. O...... 2200000 44 —— Manufacturing Coney, - 
b ’ atl ee | a 
| Porne Packing & Rubber Company, | | Ottemiller Co., The Wm. H........ 48 
| Borden Company, The............. 
i asheretatew caarate gathers Inside Front Cover 
Brown & Sharpe Mfg. Co........... 52 - 
Peutee, Wee, BE Msc cas tcwitiecswns 45 
| Cc 
| Chicago Rawhide Mfg. Co., The.... 51 
| Chicago Wheel & Mfg. Co. ponevetarcretera 47 R 
Chisholm-Moore Hoist Corp. ....... 47 Republic Rubber Co., The. ..Back Cover 
| Cleveland File Co., The........... 41 : A 
Republic Steel Corporation........ 37 
| Clipper Belt Lacer Company....... 3 Ridge Tool Co., Th 50 
Coffing Hoist Company.......... 40| “ huge sa. kneg-aiaighalatialla lal 
; : — Robbins & Myers, Inc.............. 34 
| Rockford Screw Products Co........ 48 
| Ruby Chemical Co., The............ 48 
D 
Ce ee a a 34 
Desmond-Stephan Mfg. Co., The.... 46 Ss 
Dodge Manufacturing Corporation. . 

WLM aykaare aie raed eee Front Cover | Safety Belt-Lacer Company........ 40 
Donnelley & Sons, Inc., R. R........ 32 | Standard Pressed Steel Co.......... 35 
Dumore Company, The............ 49 | Standard Tool Co., The............ 46 

webend @ Go. Ni Biss ccecdcccreacs 46 
F 
Flexible Steel Lacing Company..... 45 | T 
| Toledo Pipe Threading Machine Co., 
EE eave encr wees Meee eaene eres 30 
G 
Gootsiek Co., The By Fick ccicccwcis 2 
U 
H United Superior Union Co., Inc..... 39 
i) A ree 48 
Hewitt Rubber Corporation......... 25 . 
‘Vincent Steel Process Co., The..... 50 
I 
Imperial Brass Manufacturing Co... 38 
Independent Pneumatic Tool Co..... 49 Ww 
Retanages Benes & ean Sty. So, SS Williams & Co., J. H.......-----+++ 29 
J 
Jaeger Machine Co., The........... 51 Y 
Johnson Bronze Co...Inside Back Cover| Yale & Towne Mfg. Co., The....... 28 








UMI 











PRODUCT pws POLICY 


New 
LINE 


Distributors Enthusiastically Acclaim 


JOHNSON UNIVERSAL BAR BRONZE 


wou F WN 


10 


Mor and more Mill Supply Distributors are changing to the new 
Johnson Bronze Bar Line. The exclusive product features — the 
straight forward Distributor Policy — are winning the enthusiastic re- 
sponse of Distributor executives and salesmen alike, who are quick to 
grasp new business-getting and profit-making opportu.tities . . . If 
you have not yet obtained complete details of the Johnson proposition, 
do so at once. Investigate and you, too, will acclaim the distinct advan- 
tages which Johnson has made available to you. 


OUTSTANDING PRODUCT 


Practically all Waste Material Eliminated — Completely 
machined O.D. and I.D. Prevents blow holes and under sur- 
face defects from reaching you and your customers. 


Approximately 25% Less Weight — Means less freight — all 
of the bar is usable. 


O.D. always Concentric with the I1.D. — Insures uniform wall 
thickness — reduces machine set up time — simplifies chuck- 
ing. 


Minimum of Scrap (Turnings) — Only 1/32” must be removed 
on either O.D. or 1.D. for micro-metric finishing to meet 
under-size shaft and housing requirements. 


No Shift or Sag — 1.D. finishing eliminates this trouble factor 
which occurs with even the best foundry practice. 


End of Bars Machine Squared — Solid Bars centered for 
turning. 


Uniform Structure Thru-out — Under rigid laboratory super- 
vision of each furnace charge and the latest foundry practice 
with modern equipment, there is always uniform distribu- 
tion of the elements in Johnson Bronze Bars — no hard spots 
— easy machining. 

Severe Inspection before shipment — Your Guarantee to 
your customer. 


Backed by Johnson Bronze — a sincere reputable organiza- 
tion with over 25 years of specialized Bronze experience and 
fair dealing dictating customer policy. 


A Source of Supply with Sound Engineering and Metallurgi- 
cal Counsel always available to help your customers. 
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185 STOCK SIZES 





6 POINT 


DISTRIBUTOR 


On FW N 





POLICY 


A line of cored and solid bars 
merchandized only through 
recognized distributors. 


Absolute freedom of competi- 
tion by your source of supply. 


Definite sales help to aid dis- 
tributors. 


Definite costs monthly with 
maintained selling prices, assur- 
ing reasonable profits. 


Constant quality product, rig- 
idly supervised by chemists and 
metallurgists, accurately 
machined. 


Positive cooperation between fac- 
tory and distributor. 


Ate @ Complete size infor- 
mation on “in stock” 
General Purpose Bear- 
ings, Cored and Solid 
Bronze Bars, together 
with other helpful in- 
formation is included 
in this free booklet. 
Write for a copy. 


JOHNSON 
ROmre 


= 


JOHNSON BRONZE 


Factory and General Offices, New Castle, Pa. 


SPECIALISTS IN BRONZE BEARINGS AND BEARING METALS FOR ALL 


INDUSTRY 





The distributor's success depends upon the sales 
policies of his sources of supply. A written sales 
policy is an insurance contract. If distributors in- 


The 


Republic 


= 3-Point Policy 


3 


5 


« yet bg] 
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A line of rubber items sufficiently com- 
plete to permit effectively supplying 
the requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


A price basis inducing and making pos- 
sible aggressive competition with rea- 
sonable profit return. 


Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 
day to day solicitation. 


Selling helps of reasonable amounts so 
that his sales force may be given the 
advantage of specialized training and 
a knowledge of the product sold. 


Pr tat. 
Pe say ¢ 


re 


K"Mmotcii r 
Rmeariin : AGt i ss 
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so 


sisted upon WRITTEN sales 
policies many of the present 
sales and buying evils would 


vanish. . 


Tue REPUBLIC RUBBER Co. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 








